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How’s Your Stock? 








Another month and screen door hardware will be one of the fastest selling 
items in your store. Now’s the time to give attention to your stock and as- 
certain if it is ample for the season’s requirements. 


An excellent screen door set to offer your trade is the NATIONAL No. 90. It 
consists of 2 sturdy hinges, a strong spring, an all-steel door pull, a hook and 
eye, all of which are well-made for long service. 


The quality of this hardware will please your customers and the attractive 
price will help to speed up sales. 


What Are Your Requirements? 


NATIONAL MFG. COMPANY 


Sterling Illinois 


| SCREEN AND STORM DOOR SET. 
Complete with Screws: Matenal Mig (Sterling, Hardware 


REMEMBER 


When you buy from 
NATIONAL you 
buy direct at a sav- 
ing and sell at in- 
creased profit. 


Here is one of the most 
durable and practical 
screen door sets made. 
The hinges are of steel 
and are the loose-pin 
type so that it isn’t nec- 
essary to remove screws 
when taking down the 
door. The pull is 41,” 
long, of steel and very 
neat. Our No. 3 Perfect 
Spring packed with each 
set. Can be supplied in 
any desired finish. 
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Demonstrations Stimulate Electrical Sales 


HERE is hardly a department 
TT in the modern retail hardware 
store that offers a wider possi- 

bility for sales than the division de- 


voted to electrical appliances. Mod- 
ern science has given to the hard- 
ware merchant a wonderful oppor- 
tunity to lift the 
household _ bur- 
dens from the 
housewife and 
take in a good 
profit at the 
Same time. 
There are de- 
vices electrical- 
ly operated or 
controlled to do 
practically all 
the laborious 
and distasteful 
work necessary 
in keeping a 
home in the 
proper condi- 
tion. The high 
cost of living 
makes it impos- 
sible for many 
people to keep 
help or to even 
hire a wash- 
woman. Many 


Lyon & Ewald, New London, 
oth 


Conn., Use Displays and 
Demonstrations ; 
to Further Sales 
of Various Kinds 

of Electrical 
Merchandise— 
This Class of Goods 


Makes Effective Displays 


women physically unable to do their 
own washing and ironing have been 
forced to do so—a little each day. It 
is ruining their health, and the sug- 
gestion of the power washer will be 
a welcome one to them. Spring 
cleaning season is already here and 


‘he apie ? , . 


This well arranged display of the Hamilton Hardware Co., Waterbury, Conn., suggests 
the value of electrical goods for wedding gifts 


vacuum cleaners will be in demand. 
These devices are often sold on time 
payments, but the long list of smaller 
appliances represent a continuous 
cash business worth developing. 
Lyon & Ewald keep the residents 
of New London, Conn., alive to the 
fact that their 
store is local 
headquarters for 
electrical goods. 
At least twice a 
month one of 
their windows 
features a full 
line of electric 
toasters, irons, 
curling irons, 
cooking _ grills, 
coffee percola- 
tors, waffle irons, 
heaters in win- 
ter and fans in 
summer. Suit- 
able posters sug- 
gest the various 
items as being 
useful in the 
home and at- 
tractive and sen- 
sible as gifts. 
One must re- 
member that the 
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The first day this display was used by the Hightstown Hardware Co., Hightstown, 
N. J., it sold three washing machines and it kept up the good work as long as it 
was used 


gift season is never closed. Every 
month contains the birthday or wed- 
ding anniversary of some relative or 
friend. Lyon & Ewald usually rec- 
ommend items from the electrical 
stock when asked for a gift sugges- 
tion. 

The peculiar and gratifying ob- 
servation that this New England 
store has made in connection with 
handling this class of merchandise is 
that the sale of one device always 
leads to a repeat order from the same 
source. This company endeavors to 
keep a record of the customers who 
buy electrical goods, finding out just 
what they have at home in the way 
of appliances. Frequently the pur- 
chase represents an initial invest- 
ment in electrical home devices. 
The salesman who has the customer 
in hand always makes the most of 
such an opportunity by showing the 
complete assortment. Though he 
gets a few extra sales immediately 
by this method the true test of its 
value is a week or so later when the 
same person comes in and asks for 
one of the electrical appliances which 
was shown at the time of the first 
visit. 


Easy to Display 


“Electrical goods are easy to dis- 
play,” says Mr. Lyon, “and we find 
it a simple matter to get up an ex- 
cellent window with the aid of the 
cut-outs and display material fur- 
nished us by the manufacturers. We 
read HARDWARE AGE and frequently 
get a very good window idea from 
the illustrations shown. We try to 
make our windows act as salesmen 


for us and we succeed fairly well in 
most lines. Electrical goods always 
draw a crowd. You know many of 
the farmers in this district come in 
once a week to buy their necessities 
of life. Many of their houses are 
wired and they are splendid pros- 
pects for toasters, grills, ironers and 
washers. Sales in washers to farm- 
ers show one of the largest figures 
on our books.” 

Electrical merchandise lends itself 
readily not only to stationary dis- 
plays but to interesting demonstra- 
tions. An electric washing machine, 
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in motion placed outside of a store 
or in the window draws a crowd at 
all hours, whether it contains clothes 
undergoing a cleansing process or 
only soap suds. 


Electrical Goods Catch the Eye 


A woman demonstrating a vacuum 
cleaner in a store window has an 
audience all day long and everyone 
seems to enjoy reading literature on 
this line. To many people the work- 
ings of an electrical appliance is 
more or less of a mystery which de- 
fies solution. For that reason it is 
well to have actual demonstrations 
in order to show the extreme sim- 
plicity of operation and the efficiency 
of results. Let a woman prospect 
try a vacuum cleaner on a small strip 
of carpet in your store. Let her 
toast a piece of bread on one of your 
toasters or let her go through the 
motions of operating a modern 
electric washer and she will never be 
content until she possesses one just 
like the model she tried in your store. 

In addition to the various appli- 
ances the dealer must not forget that 
door bells, dry batteries, annunciator 
wire, push buttons, buzzers, flash- 
lights, flashlight batteries, extra 
plugs, bulbs, special double plugs and 
dimming apparatus come under the 
head of electrical goods and offer 
large sales possibilities at a substan- 
tial profit. 

Sum up the various points in favor 
of electrical merchandise and keep 
them in reserve for instant use. You 
will find it worth the trouble and an 
interesting line to handle. 


This is the way in which Lyon & Ewald go after the electrical customers via the 
medium of window displays 
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This display of the Haton-Chase Co. was not regarded as unusual when installed, yet it brought big returns 
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Six Turnovers a Year Total $36,000 


61 


That Is What the Eaton-Chase Co. Does with Its Electrical 
Merchandise and in Addition Turns Over Its Stock 
of Batteries Twenty-Six Times Annually 


HEN a hardware window, dis- 
playing an electric lamp, a 
few fixtures, bulbs and lamp 

shades can sell two dozen electric 
light shades, two $13 fixtures and 
about $50 worth of odd electrical 
supplies in two days for the Eaton- 
Chase Co., Norwich, Conu., a city of 
over 20,000 people, it would probably 
be fair to assume that there is some- 
thing more behind that display than 
the picture of Thomas A. Edison 
which the eye can see, and which is 
easily discernible in the photograph 
reproduced on this page. 

During the week that this dis- 
play was on exhibition several hun- 
dred dollars worth of electrical goods 
were sold. The figures quoted above 
are simply the results of the first two 
days, following the installation of the 
display. 

Six Turnovers a Year 

The Eaton-Chase Co. carries a 
$6,000 stock of electrical equipment 
which it turns over six times a year. 

F, W. Cary, secretary of the com- 
pany, attributes this rapid turnover 
primarily to window displays, prop- 


er buying and intensive selling. It 
is difficult, he says, to foresee the 
way the public will respond to the 
appeal of a sales window. Every 
display is more or less of an experi- 
ment, and its sales value cannot be 
appraised only by the amount of 
business that develops during the 
time that it is shown. Sometimes 
window displays that are put in for 
immediate results develop little or no 
buying interest. Yet, it often hap- 
pens, that weeks after some particu- 
lar display has been removed from 
the window there will be almost a 
steady stream of customers seeking 
some article or articles that were 
shown in that particular display 
which even the dealer himself may 
not remember distinctly. 

The electrical window which is 
shown on this page was not regarded 
as especially effective when it was 
installed. But it stimulated buying 
to a surprising extent. 

Mr. Cary, however, attaches a 
great deal of importance to what he 
terms “proper buying.” By that he 
means that he buys goods in small 


quantities and gets a rapid turnover. 
As an illustration he buys dry cell 
batteries for only two weeks’ supply 
at a time, and averages twenty-six 
turnovers a year. He applies this 
same policy to every line he handles 
as far as it is possible. By this 
method the firm’s money is not tied 
up in stock which does not move 
rapidly. . 

The second floor at the Eaton- 
Chase Co. is devoted almost entirely 
to the electrical goods department. 
From the ceiling fixtures of all de 
scriptions are suspended. Show 
cases and special panels on both sides 
of the room, display household 
electrical utilities, lamps, flashlights, 
electric bulbs and all of the many ar- 
ticles and combination of articles that 
comprise a complete electrical stock. 

Mr. Cary takes a personal interest 
in the electrical department, and 
says that the Eaton-Chase Co. plans 
to extend the scope of its business 
in electrical supplies during the next 
year or two, because it has found 
this department to be one of the most 
profitable in the store. 
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s Filling the Motoring Needs of the Farmer 


Auto Equipment of All Kinds Finds a Ready-Made Mar- 
ket in the Smaller Towns Throughout the Country 
and Brings Profits to Dealers Handling It 


ae 


By A. H. VAN VorIs 


i > 
te natant Bi chy Sela 


The Edwards & Chamberlin Hardware Co., Kalamazoo, Mich., does not depend on tires and tubes alone in order to secure an 


attractive effect. 


Manufacturers’ advertising material and vases of flowers make this display out of the ordinary, while the 


sections of tires show the prospective buyer the construction of the casings 


HE story is told up in this hilly 
[section of New York State of 

an old retired farmer whose 
chief delight is “handing the ras’- 
berry” to the city motorists who go 
touring through his community. 

It seems that his farm is located 
at the foot of a long, hard climb— 
a hill which makes the best of ’em 
give the best they’ve got to make the 
top. 

This farmer had a battered old 
antedeluvian flivver of most disrep- 
utable appearance. It had special 
ballasted frame construction, how- 
ever, and under the hood, instead of 
the little four-cylinder motor with 
which it was blessed at birth, this 
speed buggy had a Liberty motor, 
tuned right up to the minute. 

His horn was one of the old bulb 
type now almost extinct, and yet that 
old honk-honker has driven many 


a high-priced car to its side of the 
road when it came to a show-down 
as to who was best man’on that hill. 

The old boy had a lot of fun out of 
it, and that’s how he gave ’em the 
ras’berry ; anyhow that’s the way the 
story goes, and I’ve met those who 
claim that it is quite true. 


Big Sales Often Unexpected 


It’s a good story, at least, and it 
seems to me that it has its little 
moral for us hardware dealers— 
namely, that when applied to selling 
auto accessories, we can’t always 
tell right off the bat who is going to 
lay down their good money for some 
of our merchandise, and a substan- 
tial sale often goes to the chap from 
whom we may least expect it. 

The question of selling auto tires 
is one of the foremost ones which 
the trade must consider in connec- 


tion with the auto accessory busi- 
ness. 

A dealer learns much from experi- 
ence and much more from inquiry 
and observation. 

It so happens with my own car, 
one weighing about 4200 lbs., that a 
mileage of a little over 4100 was 
run up between June and December 
last year, without a puncture. 

Naturally I am quite enthusiastic 
about such a good record and am glad 
to speak a good word for the make 
of tires on my car. On the other 
hand, I know of a chap with the self- 
same model of car who had such 
abominable luck last season with a 
well known make of tire that he 
wouldn’t accept a gift of a set all 
the way round, if he had to use them 
on his car. 

What does this prove? 

Nothing! 
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And so I think the analogy may 
well be drawn to apply to the sale 
of tires, for I have made it a point 
to look into this thing with a fair 
degree of thoroughness. 

In small towns, where most cars 
are put up for the winter, it may be 
still too early to offer any clear-cut 
estimate of what dealers will do this 
year, with the new guarantee rulings 
of the tire companies, but I can only 
say that most of them are optimistic 
about the outlook and expect to go 
after the business. 

The new depth gauge system of 
measuring tire mileage for replace- 
ments, instead of the old one of so 
many thousands of milés straight 
guarantee, may work out differently 
with various dealers. It is an exist- 
ing condition, however, which has 
been established and with the state- 
ment blanks, will probably serve to 
protect the dealers from any of the 
honest and well intentioned (?) 
citizens, who think that a diller is 
a dollar, even though the tire is two- 
thirds worn out when the complaint 
is made. 

A great many hardware stores are 
going to sell many auto tires this 
spring and the new adjustment rul- 
ings should be a help to that end. 

Why not look at it in some such 
way as this? 

New tires are gradually wearing 
out and are being replaced by the 
tens of thousands. 
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How about your own case, if you 
drive a car? 

Here’s mine—although I didn’t 
have a puncture last season, I am 
putting on two new tires and tubes 
on my rear wheels and am carrying 
as spares the two which served so 
well last year. 

I consider this economy and pro- 
ductive of a mighty comfortable 
feeling of security. 

Other folks feel the same about 
tires. If not why would there be 
any spares carried in the rear, all 
inflated on the rims and ready for 
business? 

Some one is going to sell those 
tires this spring, and when we know 
that such are the facts of the case, 
isn’t it worth while to go after the 
business ? 

It certainly must be profitable to 
dealers or else so many of them 
would not keep so everlastingly on 
its trail with advertising, sign 
boards, movie slides, personal solici- 
tation and so on. 


Motorcycle Tires 


Motorcycle and bicycle tires are a 
nice little addition to the auto tire 
proposition, for many a lad turns the 
handle bar throttle on his motor- 
cycle (as I used to do), or pedals 
his way on his bike (as I used to 
do) down the country roads, to and 
from the factory or farm or school 
house, and good rubber treads are 


being worn out for replacement every 
single day. 

Nor must we consider that this tire 
business is the only part of the auto 
accessory department of the hard- 
ware store—far from it. 

Take the companion of the tire and 
tube, the handy vulcanizer. 

Many a punctured tube can be 
patched up at home (or on the road, 
if necessary) with one of these little 
gasoline-burning outfits. The con- 
venience of a quick repair means 
much in many instances. 

And how would you like to try to 
get along without a tire air pressure 
gauge—guess work is too costly? 

Did you ever see a rust-brown 
hulk of a burned-up car lying along- 
side the road? 

I have, and the thought invariably 
comes to me that perhaps this car 
might to-day be rolling along, too, 
if the owner had only used enough 
foresight to carry a fire extinguisher 
in his car. Perhaps he was covered 
by fire insurance, but at any rate he 
lost his car (and most cars are good 
cars, to their owners), and there 
must have been a certain loss sus- 
tained in any event. 

Then there is the auto lock. 

There are many and varied protec- 
tive devices on the market to-day 
with which we are familiar—steer- 
ing wheel, ignition, transmission and 
the whole run of them—some pretty 
weak sisters at best, but others 


Lubricants reduce 
friction to a mini- 
mum and add to 
the life of a car, 
and the Banister & 
Pollard Co., New- 
ark, N. J., has suc- 
ceeded in empha- 
sizing these points 
in this window. 
The toy automo- 
biles climbing up 
the incline serve to 
catch the eye of the 
onlooker, while the 
balance of the dis- 
play does the rest 
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which, if not infallible, have a strong 
tendency to discourage any attentive 
auto thief. 

I know a man who lost a brand new 
35 x 5 cord tire one evening last 
summer just because he hadn’t 
thought enough of it to have a tire 
lock on his rear carrier while dining 
at a hotel with friends. I observe 
that he now has one on his carrier, 
but how much better it would have 
been had he installed it before the 
tire was stolen—all of which reminds 
us of “locking the stable door.” 

The motometer is a device which 
most users have come to depend up- 
on as a check on the heat of the en- 
gine. I shouldn’t like to be deprived 
of mine, for it is too useful, and 
there are so many thousands of them 
being sold each season that they 
surely belong in the auto accessory 
department of the hardware store. 


Tire Chains Indispensable 


Many a motorist has met his fate 
and has either wrecked his car, 
caused a collision or an accident in- 
volving personal liability because he 
neglected to include a set of tire 
chains in his equipment. 

Last summer I saw the aftermath 
of two of them—one car went 
through a fence and over a bank from 
a slippery road with severe injury 
to some of the occupants. The other 
car, in swerving around a corner, 
and in righting itself, slid against the 
-curb with such force as to smash the 
rear wheel and bend the axle way 
out of plumb. 

Careless driving — well, perhaps, 
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but probably quite preventable if 
chains had been carried and put on. 

A good auto horn should be in use 
on every car. 

Headlight lenses are now offered 
in such a great variety, and, being 
compulsory equipment, they form an 
item of reasonable turnover for the 
dealer. 

‘““Stop” lights are increasing in 
popularity so fast with the driving 
public that some dealers must be do- 
ing a land-office business in this one 
item alone. 

Spark plugs don’t last forever, and 
a couple of extra ones in the tool kit 
never come amiss for replacing a 
broken porcelain in a “jumpy” ig- 
nition system. 

In New York State, auto trucks 
are required to carry rear sight mir- 
rors, and there are a great number 
of them in use, accordingly, to say 
nothing of the many pleasure car 
drivers who have installed them on 
cars. Drivers find in them a very 
convenient method of seeing what is 
coming up behind. 


Be Sure to Carry Lubricants 


There isn’t a car that runs with- 
out auto oil and grease, although 
some drivers seem to think that a 
good cussing out of the motor will 
have the same effect as a couple of 
quarts of engine oil. It can’t be 
done, however, so they’ll have to buy 
the oil, and in this class of auto neces- 
sities the sky is the limit as far as 
the actual prospects are concerned. 

Along this line, a very popular 
seller seems to be the handy gallon 
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oil can, all filled and ready for use 
when sold—spout and all on the can, 
Most drivers take a pardonable 
pride in the appearance of their car, 
as well as in its performance, and to 
promote this thing, any number of 
good auto polishes can be secured. 


Keeping the Car Clean 


A nice, shiny car is a credit to its 
owner, and by keeping it sleek and 
glossy he is bound to secure a better 
deal when he comes to sell or trade 
in this car. I have found this to be 
so in my case, and I dare say you 
have too, so I do not hesitate to ree- 
ommend a good polish to any car 
owner whose idea in this respect co- 
incides with mine. 

If you have ever driven against a 
sleet storm, a driving rain or a slow 
falling fog or mist, you will know 
the advantage of a windshield clean- 
er as an almost indispensable part 
of the auto equipment. I have found 
this article to be almost indispen- 
sable, for what is more annoying, or 
dangerous than driving along, how- 
ever slowly, without knowing what is 
coming along the road ahead of you? 

As a hardware dealer and as a 
motorist, at the conclusion of this 
little article I feel that I have only 
hit the high spots of a tremendously 
big and growing subject. Tires and 
auto accessories will cause mahy 
thousands of dollars to change hands 
and will come to a resting place be- 
hind the counters of your hardware 
stores, leaving behind them a real 
profit before they pass on and circu- 
late along the way of trade. 


Little Danger of German Competition 


New York Importer, Recently Returned 
from Abroad, Throws Light on Conditions 


PECULATION as to the ability of 

Germany to come back in the man- 
ufacturing field has been rife in the 
hardware trade for some time past. 
In this connection we recently received 
a letter from a member of a prominent 
hardware importing firm of New York 
City who recently returned from Ger- 
many which serves to throw consider- 
able light upon the subject. The letter 
states in part: 

“The marked change and upbuilding 
of the German commerce and industry 
since last year was first evident com- 
ing into the large harbor of Hamburg 
with its lively shipping and busy 
wharves, completing ships to be deliv- 
ered to the Allies and-building new for 
their own badly battered mercantile 
fleet. This, I found in my further ob- 
servations, might be accepted as an 
illustration true of all German indus- 


tries, producing to the full capacity of 
their factories, or, at least, as much as 
their troublesome workingmen will per- 
mit them. : 
“Hardware manufacturers offer de- 


liveries in from three to six months 
time and German domestic buyers have 
difficulty in getting delivery for their 
own needs owing to the heavy exporta- 
tions. The American dollar has been 
adopted as the standard of valuation 
and prices are being offered in dollars, 
or when in marks based upon an ex- 
change to balance the depreciation of 
the German mark. As a result of this 
and the high cost of such raw material, 
as the industries must necessarily pur- 
chase from foreign countries, the prices 
are high and tend to indicate to go 
higher. The large lots of merchandise 
in “Freihafen” bonded harbor and 


warehouses are no more and one rarely. 


meets with those bargains that we hear 
so much of here. 

“Excepting an occasional lot now 
and then and some certain specialties, 
I venture to say that we will see no 
competition to threaten the American 
hardware manufacturer in the future. 
While Germany is one of the industrial 
factors of the world in our line, the 
American manufacturers with their in- 
genious methods are much further ad- 
vanced and I feel convinced that, when 
international economics have balanced 
themselves, they will without difficulty 
win in competition, particularly as they 
turn out better products.” 


J. V. Critchley, general manager 
Walden-Worcester, Inc., Worcester, 
Mass., wrenches, has been made a mem- 
ber of the board of directors of the 
Worcester Bank and Trust Co. 
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HARDWARE 


dhis is the way in 
which the Morehouse ¢€ 
Wells Co., Decatur, IIl., 
appeals to the house- 
cleaning housewife 


Making Extra Profits Form a Late Season 


Backward Spring Gives Merchants an Unusual Opportunity 
for Reducing Their Stocks of Seasonable Goods 


(Y\HE middle western section of 
the United States has experi- 
enced an unusually late spring. 

The result has been that the hard- 

ware merchants of that section have 

had an additional opportunity to sell 
garden and lawn tools as well as 
articles used in house cleaning. 

Buying in these lines was very late 
this year as most dealers were wait- 
ing until the demand started before 
they ordered very 

large supplies. 

Consequently, the 

late season will 

cause quite a run 

on these lines in 

the average hard- 

ware store when 

heavy buying 

starts. 

“Forewarned. is 

forearmed” goes 

the old saying and 

Mr. Hardware 

Merchant is al- 

Ways on the job 

with the necessary 

merchandise 

at just the right 

time. 

In talking to the 

present day mer- 

chants it is easy to 

note the difference 


between them and Effective grouping of goods against an appropriate background sells garden tools 
and netting for Rath’s hardware store, Champaign, Il. 


the men who used 


to “keep store.” There is all the 
difference in the world. It is not 
because the “old timers’ were not 
good merchants, for they often ac- 
complished splendid results and built 
up some great business, but the man 
who is on the top of the pile in 
these days of better merchandising 
reaches his high plane through a 
study of conditions. 

It is not surprising to find under 


these conditions that the average 
merchant is keeping his finger on the 
pulse of his community, and is ever 
on the alert for symptoms that may 
mean some change in his merchan- 
dising medicine. 

Usually the sale of spring goods is 
well advanced during mid-season and 
by this time has fallen off to a con- 
siderable degree. This season, how- 
ever, finds the sales just getting 
_ Started and a re- 

newed effort on the 

part of any mer- 
chant will serve to 
increase them. Of- 
ten a slow season 
means slow sales 
because many peo- 
ple say, “Well, we 
waited this long, 
we might as well 
wait until next 
spring to get the 
new lawn mower.” 

At this stage of 
the game the wise 
merchant knows 
that his customers 
need a change of 
medicine and he 
starts out to make 
the sales that 
should have been 
made at the begin- 
ning of the season 
because the need 
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for this merchandise is still there 
and should be satisfied. 

The question of how he accom- 
plishes these results is simple. He 
makes his windows more attractive 
and uses signs in them in order 
to get the attention of the passers- 
by. He price tags all the goods 
shown in plain figures which arouses 
the interest of the man who needs 
merchandise. His advertisements in 
the local paper are worded and de- 
signed in a unique manner so they 
will be read. He quotes prices in 
the papers and may even run special 
paragraphs in the news items calling 
attention to his stocks. 

In addition to this he mails his 
customers hand bills showing a few 
items at particularly attractive 
prices. Never for an instant does he 
fail to ask each customer who comes 
into his store if he does not need a 
new lawn mower or some poultry 
netting. The hardware merchant 
who is enjoying good business is 
ever on the alert to make one sale 
lead to another and few customers 
get out of the front door without 
getting real merchandising service. 

At this particular time there is an 
excellent demand for hoes and cul- 
tivators. Chicken yards and coops 
need to be fixed up. Fences must be 
repaired and many old lawn mowers 
will be impossible to use. Sales that 
were not made at the usual time can 
still be closed and there is still an 
opportunity to make profits on these 
lines. There is no reason why a 
merchant should feel that the season 
has passed and should relegate these 
goods to the warehouse or the back 
part of the store. 

In order to accomplish results one 
must continually keep after his 
objective. Germany never would 
have been defeated if the Allies had 
pushed her lines back a short dis- 
tance and then stopped to rest think- 
ing that they had her beaten. . As a 


matter of fact the faster they re- 
treated the harder the Allies pound- 
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ed them. So it is in business. The 
merchant is the general and controls 
his army which includes his sales- 
men, his stock, his show windows 
and his advertising. He is after 
sales and after them hard. His suc- 
cess and his living depend upon the 
sales he makes. Sales are the vital 
necessity of any business and they 
must be made. 


Suggestions for Spring Displays 


The window illustrated from 
Roth’s Hardware, Champaign, IIl., 
offers good suggestions to merchants 
who have never used spring tools, 
poultry netting and lawn mowers in 
window displays. There are a great 
many small town merchants who do 
not put in such windows, but those 
who do use them are enthusiastic 
over the increased business they 
bring. 

A window showing this class of 
goods can be made exceedingly un- 
attractive and if it is slapped to- 
gether without thought or planning, 
it certainly will not attract any at- 
tention. On the other hand such 
articles as hoes and other handled 
tools together with poultry netting, 
wire cloth and lawn mowers can be 
arranged with very little trouble in- 
to a very attractive display. A panel 
at the back of the window will set 
off the entire display especially when 
pictures are used with the merchan- 
dise on display. Roth’s showed met- 
al flower boxes in connection with 
this window and it was surprising 
to note the amount of interest shown 
in them. 


Catching the Eye of the Passerby 


A woman passing such a window 
will see the flower box before she 
sees anything else and will then nat- 
urally look at the other items and 
become interested. It is a surprising 
thing to notice the number of women 
that come into the hardware store 
to buy garden and lawn tools. The 
big city department stores realized 
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this long ago and each spring you 
will find them advertising heavily on 
these lines. Most of their patronage 
is from women and they make some 
great sales on handled tools just 
because they cater to the weaker sex, 
These items are just as much a part 
of hardware as anything you can 
mention and the hardware dealer 
who goes after the housewife’s trade 
will be surprised to find out how 
many sales in these lines will be 
made to women folks. 

In Decatur, IIl., the Morehouse & 
Wells Co. has a rack in the front of 
the store which is for the displaying 
of garden and lawn tools and many 
women come in to buy these items, 
The illustration from the Morehouse 
& Wells window shows “Labor Sav- 
ers to Make the Home Bright and 
Clean for Spring.” . 

Such a window appeals to any 
woman. There is not an item in this 
window that cannot be found in al- 
most the smallest stock of hardware. 
Just notice the items that mean less 
work in the house and during the 
“cleaning spell.” Electric vacuum 
sweepers, carpet sweepers, dusters, 
carpet beaters, mops, both floor and 
oil, step-ladders, brushes, brooms, 
sponges, polishing cloths, floor oil, 
cleaning and waxing- preparations, 
chamois skins and paint. The chair 
in the middle of the window has one 
half newly varnished and the con- 
trast between the two sides arouses 
interest and makes many sales. 
There is always something that 
needs a little bit of paint, varnish or 
stain and this is the season to remind 
the housewife where she can get 
these things. 

Remember that the way to get 
business is to go after it and then 
start in on an intensive selling cam- 
paign to push these seasonal items, 
The results will undoubtedly be grat- 
ifying, because there is much of this 
business that has not been touched, 
due to the lateness of the present 
season. 






An Unusual Sporting Goods Appeal 


WINDOW display which at- 

tracted considerably more than 
the usual amount of attention was 
recently put on by the Fort Wayne 
Hardware & Sporting Goods Co., of 
Fort Wayne, Ind. 

This concern makes a specialty of 
completely outfitting basebell teams. 
One of the teams outfitted was the 
team from the St. Andrews’ Church. 
And when the uniforms for the team 
arrived the manager of the store 


displayed them in the original boxes 
with the lids removed. Back of the 
uniforms was a placard stating that 
they were for this team. And also 
on this placard was a list of the 
names of all the members of the 
team with their addresses and also 
a complete summary of the team’s 
record for the previous baseball sea- 
son. 

Of course every person who is at 
all interested in baseball would be 


interested in this sort of a window 
display so it is not at all surprising 
that so many more folks stopped to 
look at this display than stop to 
look at the regular displays. And, 
of course, this extra interest taken 
by the public in this particular dis- 
play helped the store considerably in 
selling more uniforms and more 
baseball equipment. 

Isn’t there a suggestion in this for 
other hardware dealers? 
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Where the Onlookers Regulate the Displays 


Hans H. Bauck, of the Hamilton Hardware Cor- 
poration, Devises a Unique Scheme to Aid 
in Featuring Electric Light Bulbs 


since ceased to be regarded 

with curiosity, and are now 
listed among the commonplaces of 
modern life. Yet if we were sud- 
denly deprived of electric light bulbs, 
and if the art of making them be- 
came lost forever, with what dismal 


F, size ee light bulbs have long 
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But aside from that, the hardware 
trade should, ordinarily, be the last 
group in the world to regard any of 
the so-called commonplaces of life 
with disfavor. What is often re- 
ferred to as the “backbone” of the 
hardware business consists simply 
of a long list of hardware staples 


57 


ever a customer asks for one it is an 
opportunity for the salesman to in- 
troduce some electrical specialty. 
Ingenuity can add novelty even to 
the most common of commonplaces. 
Hans H. Bauck arranged a novel 
window display sometime ago, for 
the Hamilton Hardware Corporation, 
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In arranging this display for the Hamilton Hardware Corp., Hans H. Bauck introduced a novelty by having the bulbs connected 


with a switch on the outside of the window, making it possible for an outside spectator to turn the lights on and off. 
this serves to get the attention of prospective customers and after that 


forebodings would the human race 
return to the latter period of the 
dark ages. Historians err in stating 
that the Dark Ages terminated with 
the dawn of the Renaissance. The 
dark ages did not end literally until 
- invention of the electric light 
ulb. 


such as nails and screws and well- 
known tools, which are found in 
every hardware store in the country. 

Electric bulbs in themselves may 
not be as profitable as many special- 
ties that are sold over the counter of 
the modern hardware store but they 
are in constant demand, and when- 


Naturally 
the salesmen take charge 


Waterbury, Conn., which not only 
displayed electric light bulbs ingeni- 
ously but which, during the week 
that the display was shown, was di- 
rectly responsible for the firm sell- 
ing twice as many bulbs as it sold 
during the entire month previous to 
the display. 
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The background of this display was 
made by using a number of Edison 
Mazda Lamp posters. In the center 
foreground of the window one of the 
Edison Company’s large lamp cut- 
outs was used, by cutting off the base 
and inverting the cutout so that it 
would appear in a natural position 
for a lamp. In back of this ten 
porcelain receptacles were placed in 
which ten different watt bulbs were 
adjusted and connected to batteries. 
Beneath each bulb a small card was 
suspended stating the size and price 
of the bulb and also the operating 
cost of each. A switch connected 


these lamps on the outside of the 
store window so that any of the lamps 
could be operated from the outside 
by any person looking at the display. 
Above the switch was a card which 
bore the words, “Choose your light 


Wisconsin Group Meeting 
Schedule 


The schedule for group meetings of 
Wisconsin hardware dealers has been 
announced. The first group meeting 
was held at Milwaukee April 20. The 
balance of the meetings are to be held 
at the following towns on dates speci- 
fied: Dodgeville May 2, Jefferson May 
38, Fond du Lac May 4, Neillsville May 
16, La Crosse May 17, Menominee May 
18, Portage May 31, Lake Geneva June 
1, Marinette June 13, Florence June 14, 
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and we will supply it.” 
“In order to make the display ef- 
fective in the daytime,” Mr. Bauck 





Stars will not light city streets, 
Though they guide Atlantic fleets. 
Little electric bulbs of light 

In your window every night 

Cast a light and magic spell 

On the goods you have to sell; 
Touch your name-plate on the door, 
Help to advertise your store... . 
Though they guide Atlantic fleets, 
Stars will not light city eens. 











says, “it was necessary to darken the 
window enough to allow the lighted 
lamps to show. To do this I covered 
a portion of the window with wall 
paper, and left an opening in the 
shape of an arch as the outline on the 
photograph shows to some extent. 


Hurley June 15, Waupaca July 11, Sha- 
wano July 12, Rhinelander July 138, Su- 
perior July 25, Spooner July 26, Lan- 
caster Aug. 8, Brodhead Aug. 9, Maus- 
ton Aug. 10, Racine Aug. 22, Sheboy- 
gan Aug. 23, Sturgeon Bay Aug. 24, 
Viroqua Sept. 12, Wisconsin Rapids 
Sept. 13, Merrill Sept. 14, Ladysmith 
Sept. 26, Appleton Sept. 27. 


The National Radio Sales & Service 
Co., 203 South Dearborn Street, Chi- 
cago, has been incorporated with a capi- 
tal of $25,000. 
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The board with the switches and the 
card do not show up as clearly as 
they should in the photo, but the two 
squares on the left show their posi- 
tion.” 

A display of this kind, Mr. Bauck 
says, can be reproduced in a window 
of any size and will bring surprising 
results. He will be willing to answer 
questions within reason to window 
designers interested in some of the 
more technical details. A window 
should not be planned, he says, al- 
ways with the view of getting imme- 
diate results. By this method of dis- 
play, he believes that future busi- 
ness is often overlooked. 

Although windows of this type re- 
quire a good deal of work and careful 
planning the amount of interest they 
stimulate is often worth the extra 
effort. 






Sherman Leaves Westinghouse 
Union Battery 


’ §. B. Sherman, formerly advertising 
manager of the Westinghouse Union 
Battery Co., Pittsburgh, has resigned to 
engage in the insurance business_in 
Cleveland. 


The Sharon Pressed Steel Co. of 
Sharon, Pa., recently disposed of its 
plant at Ellwood City, Pa., to J. J. Dann, 
J W. Offut, T. E. Moore and J. A. Gal- 
bach, also of Ellwood City. 
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This cartoon, which appeared recently in the Chicago Daily News, is fine as far as it goes, but it doesn’t go far enough. T. Brown, 
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the eartoonist, should have drawn a straight line between office and hardware store. The hardware store carries all the seede 


anyone could possibly use 
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Making Your Household Ware Sell Itself 
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The Henry Heick Hardware 
Co., Louisville, Ky., Keeps 


These Goods 


Where the 


Customers Can Handle 
Them and Profits Thereby 


‘74 Y customers want the mer- 
M. chandise I sell, but they 
don’t always think of it 

when they are in the store,” said a 
successful hardware merchant recent- 
ly. “I was surprised sometime ago 
when a customer remarked, ‘I am so 
glad you showed me that because I 
have wanted one for a long time, but 
never thought of it when I was down 
town.’ Well, sir, that taught me a 
lesson, and I decided right then and 
there to put my merchandise out 
where people could see it and handle 
it. I had learned my lesson in that 
goods packed away or out of sight 
are liable to stay that way unless 
Somebody is forced to come in and 


ask for them. The surprising thing 
about it was the way in which my cus- 
tomers became interested in various 
hardware items other than those 
they had intended to purchase. Many 
a man has gone home and told his 
wife that he saw something in my 
store she would like, and sure enough, 
she was down in a day or two to 
havt a look for herself and about all I 
had to do was to wrap up packages.” 


Human Nature Is Peculiar 


The successful merchant went on: 
“Human nature is a peculiar thing. 
I found that out long ago. Once a 
customer gets the idea that you are 
afraid he is going to touch some- 


The Henry Heick 
Hardware Co., Louis- 
ville, Ky., increases 
its sales of household 
goods by displaying 
them where they may 
be inspected by pro- 
spective customers. 
At the left we see 
this department in 
the Heick store, while 
below is a- close-up 
of the firm’s line of 
enameled ware 





thing you might as well try to sell 
him the Woolworth building for 
$1.98. I suppose my customers are 
the same but I do know they won’t 
buy unless they can look at and 
handle the article in which they are 
interested. I have seen a good many 
people pick up a piece of merchan- 
dise, not intending to buy it, but 
after they had held it a while and 
looked it over carefully, they either 
said, ‘Wrap it up’ or ‘I think maybe 
we could use that down at the house.’ 
It sure is strange how the handling 
of an article will have so much to do 
with the selling of it.” 

This merchant was known as one 
of the old timers with new ideas and 
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his experience has been just the same 
as any other hardware dealer al- 
though he studied each new experi- 
ence so that he could profit from it. 
He went on to say, “We have had 
other dealers come in here and open 
up a store but somehow they gave 
the people the impression they were 
doing them a favor, and naturally 
they didn’t get very far. I have 
spent all of my time in business in 
impressing upon the trade that I was 
here to serve them and do a good 
job of it. I never neglected the easy 
customers because I figured if it was 
easy for them to come in here and 
buy, it would be just as easy for 
them to go somewhere else, and so 
I always make it a point to keep 
them so well satisfied that they will 
never think of going anywhere else.” 


After New Business 


“T tell you a fellow has to be up 
and at it these days. Business 
doesn’t come rolling in and stand 
around until you take time to wait 
on it. You have to attract it to your 
store and you have to send it out of 
the front door while you are ringing 
up the cash register. I hear a lot 
of fellows talking about hard times. 
All they do is sit around and talk 
about it. They always have hard 
times. Everything from the Govern- 
ment to the price of newspaper's is 
wrong. They have forgotten how to 
smile and they have been sitting in 
the back of their stores so long, while 
the trade waited on itself, that it is 
a wonder that some of them have 
time to open up in the mornings. 
The man who keeps above the water 
nowadays has to get out and hustle. 
He not only has to work his arms 
and feet but his brains as well. 
There is plenty of business but a 
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fellow has got to have sense enough 
to see where it is and go out and 
get it.” 

Modern Stores Display 


This merchant’s remarks set us 
to thinking and down in Louisville, 
Ky., we found that the Henry Heick 
Hardware Co. also believed in get- 
ting its merchandise out where the 
trade could see it. This firm believes 
that an article well seen is half sold. 

While there are some articles of 
merchandise that are salable only at 
certain seasons of the year, the ma- 
jority have a fairly regular demand 
the year round and occupy the same 
space in the hardware store from one 
year’s end to another. New pots and 
pans are purchased every day and 
there is hardly a household that does 
not need a new kettle or a skillet. 
The Henry Heick Hardware Co. be- 
lieves in having these things out 
where they can be seen and you will 
note from the accompanying illustra- 
tions that they have a very effective 
way of showing this class of goods. 

Note the displays on the tables 
with the stock behind on the shelves. 
There is everything on these tables 
that the housewife would want in 
the way of aluminum, glass “or 
enamelware. She can see the sizes 
and make the necessary comparisons, 
There is no trouble of taking the 
things down from high shelves— 
everything is right in front of the 
customer, where it can be thoroughly 
examined. 

Display Tables Inexpensive 

Many hardware stores have such 
display tables and they know just 
how valuable they are. They can be 
constructed at a nominal cost and 
certainly will repay their cost quick- 
er than any other piece of furniture 
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in the hardware store. There are 
no counters around the display tables 
in the Heick store. The customers 
go right up to the tables and pick out 
what they want. Each day the table 
is refilled from the stock in the 
shelves at the back of the racks, and 
the time saved in taking the mer- 
chandise down off the shelves every 
time it is shown to a customer is 
important enough for every mer- 
chant to equip his store with such 
display tables. 

When merchandise is displayed in 
this manner, shopping becomes a 
delight. When a hardware dealer 
makes a trip to the factory, to the 
jobber or to the importer he is taken 
at once to the sample room where he 
can see the goods. Practically all of 
the merchandise imported into this 
country is displayed on tables so 
that the buyers can get first hand 
information as to its nature and 
quality. And yet some hardware 
merchants continue to put goods 
completely out of their customers’ 
reach. No wonder some of the cus- 
tomers say, “Well, never mind, I'll 
think it over.” 

The slogan of the Henry Heick 
Hardware Co. is “Hike to Heick’s for 
your hardware.” Of course the na- 
ture of some merchandise makes it 
impossible to leave it out but even 
then there is plenty of opportunity 
of placing it where it can be seen. 
If a dealer makes up his mind that 
good displays all through his store 
will start sales he will not be long in 
arranging his merchandise so that 
it will attract attention, and in most 
eases speak for itself. Following 
the principle of putting merchandise 
within the reach of your customers 
will add dollars to your sales with- 
out increasing your sales force. 


Don’t Let the Public Forget 
Your Business Will Be Sure to Grow If You 
Will Only Give It the Publicity It Deserves 


i which direction does Lincoln 
face on the penny? 

It takes quite a bit of thought to 
decide, doesn’t it? And then you 
may be wrong. 

Ask the first ten people you meet 
the same question and see how many 
of them can answer it quickly and 
correctly. 

And yet, you and they handle these 
pennies every day. But the direc- 
tion in which Lincoln is looking isn’t 
constantly called to their attention 
—and they don’t know. 

Why should the general public— 





By R. T. ALBEE 


who can’t remember this simple 
thing—know that you are in busi- 
ness if you don’t everlastingly re- 
mind them? 

New people come into your vicin- 
ity, new people reach the buying 
age, but do they know that you are 
in business and do they know what 
you sell? 

Are your old customers continual- 
ly reminded that you are at their 
service, or do their memories lapse 
and do they go to other stores? 

Advertising is a means in which 
you can remind Mr. and Mrs. Geo. 





W. Public that you are in business 
and they should buy from you. It 
pays to advertise. 

Tiny drops of water will eventu- 
ally wear away rock. Reminders of 
you and your business will eventu- 
ally wear away forgetfulness. 

Never neglect an opportunity to 
remind an ever forgetful public that 
you want business. 

Try the penny question on your 
friends and prove to them and to 
yourself that the average person for- 
gets. Then resolve that he must not 
forget you and your business. 








> — & mi -—- -& £4 


a a 


ct a + mm 





April 27, 1922 


HARDWARE AGE 


Increasing Sales with Demonstrations 


This Method of Selling Leaves Nothing to the Imag- 
ination and Proves the Value of the Goods— 
Suggestions for the Demonstrator 


in salesmanship is the power 
to make a clear and forceful 
demonstration of the goods you wish 
to sell. The spoken word tells a 
story, but the demonstration of an 
article leaves nothing to the imagi- 
nation. In addition to this you will 
find that when you preface your sales 
talk by an intelligent demonstration 
the work is half done in advance. 
Don’t be afraid to soil your hands 
and do not be too proud to carry a 
sample or a model with you, for it 
is an investment which will repay 
you many fold. If you wish to test 
the theory have a sample or a work- 
ing model made of the goods you sell 
and note the results. 


Be Sure You Can Demonstrate 


Some men figure, “What’s the use 
of making a demonstration. The 
trade knows the goods.” This is not 
the way to analyze the situation. 
Just one word of caution, be sure 
you are fully able and capable of 
making an educational demonstra- 
tion before you attempt to demon- 
strate to the buying public, for many 
a good sale has been lost by poor 
demonstration, 

Again, use great care not to be 
too technical when you demonstrate. 
Remember your average prospect is 
not interested in aught else but the 
common facts and basic principles, 
so be pointed and concise in your 
methods. 

Again, the following hints as to 
how to use reasoning would seem to 
be generally sound and practical. 


QO NE of the most potent factors 


Selection of Reasons 


In the first place, your statements 
must be carefully selected. To guide 
yourself in the selection, consider 
first what is the purpose of your 
statements. Their purpose is to 
plant in the mind of the prospect 
such information as will cause rea- 
sons for buying to arise, and remove 
reasons for not buying. 

Therefore, think always of the 
prospect. Do not think of the in- 
ventor, or manufacturer, or sales- 


By B. J. MUNCHWEILER 


manager, or yourself—think of the 
man who is going to buy. What does 
he want to know? What are the 
questions in his mind? 

a. He wants to know what your 
goods are. 

You must have plenty of explana- 
tory statements regarding the essen- 
tial nature of your goods. What are 


Quiz for Hardware Salesmen 


Q. Who are the best sales- 
men? 

A. It’s simply a matter of 
training and knowledge. 

Q. How can this knowledge 
be acquired? 

A. By preparing, collecting 
and massing together each unit 
of sales knowledge. 

Q. What word of seven let- 
ters should always be before a 
salesman? 

A. “Selling” in all branches 
and in every transaction. 

Q. What are five points 
which make selling possible in 
every instance? 

A. Knowledge, construction, 
explanation, forethought, will- 
ingness in every phase of a 
sale, 


the materials used? What is the 
mechanical structure of your article? 
What is the purpose of it? How 
does it work? 

b. He wants to know what service 
they will render. 

You must be prepared with state- 
ments which will appeal to the nine 
universal buying motives. 

(1) The making of money. 

(2) The saving of money. 

(3) The avoidance of exertion. 

(4) The saving of time. 

(5) The gain of comfort. 

(6) Gain of pleasure and aesthet- 
ic gratification. 

(7) Advancement of position or 
influence. 

(8) Satisfaction of affection. 


(9) The pleasure of spending. 

The first rule in good business 
ethics in hardware stores as well as 
in all others in the land, is to put 
yourself in the place of the customers 
and make it as easy as possible for 
them to leave their money safely de- 
posited in the cash register of the 
establishment; yes, and come back 
again and again till the bell plays a 
merry tune. 


Make It Easy for the Customer 


Just why at times salesmen in 
hardware stores make it hard for the 
buyer to buy is hard to understand, 
but a fact nevertheless. For ex- 
ample, a gentleman recently said, “A 
few weeks ago my wife wanted some 
wire for a door and went into a 
store to purchase it. She said, ‘I 
want some wire for a screen door.’ 
The clerk replied, ‘If you don’t know 
the size I cant sell it to you.’ ‘Oh,’ 
replied my wife, ‘I have the size; 
here it is,’ and she held up a piece of 
string which she had used as a 
measure. ‘Why, that won’t do,’ re- 
plied the clerk, ‘string stretches and 
that isn’t a true measure.’ ‘Oh, 
well,’ said my wife, ‘give me a little 
more so I’m on the safe side and | 
will cut it to fit the door in the event 
of its not fitting.’ The clerk again 
got his fine work in by saying, ‘All 
right, but remember, wé won’t ex- 
change it if it don’t fit.’ 

“After assuring the clerk no ex- 
change would be asked, and being 
sneered at for her presumption to 
come in to buy screen wire minus 
plans and full specifications for that 
door, she succeeded in leaving $1.50 
with the clerk despite his objections 
to making the sale.” 


Wolverine Purchases Orotech 


Announcement has been made to the 
effect that the Wolverine Supply & 
Manufacturing Co., toys, Pittsburgh, 
Pa.; has purchased all the assets and 
good will of the Orotech Co. of Pitts- 
burgh, and will manufacture and sell 
the various toy items formerly manu- 
factured and sold by the latter com- 
pany. 
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From a $200 Stock to $2,000 a Week in Radio 
Equipment Sales 


The Banister & Pollard Co., Newark, N. J., Not Only 
Sells Equipment and Gives Concerts But Has 
Entered Into the Manufacture of Insulators 


TARTING a short time before 

Christmas, 1921, with a $200 

stock of radio equipment, Ban- 
ister & Pollard Co., Newark, N. J., 
is now doing a $2,000 business week- 
ly in this line. Not being able to 
secure prompt service on insulators, 
a necessary accessory to every radio 
outfit, Banister & Pollard Co. started 
manufacturing its own insulators 
and has now entered the manufac- 
turing field. It operates five ma- 
chines, each with a capacity of 1800 
insulators a day, and is preparing to 
add five more machines. It is sell- 
ing these insulators over the entire 
eountry through distributors. 


Banister & Pollard Co. started 


selling radio equipment by securing 
the services of an experienced op- 
erator. He was placed in complete 
charge of the store’s wireless depart- 
ment. He has had more than seven 
years’ experience with wireless and 
a card was written and placed in one 
of the store windows by Charles Con- 
over, the window designer, which an- 
nounced to the public the fact that 
John Arsies, a member of both the 
American Radio Relay League and 
the Institute of Radio Engineers had 
taken charge of the radio department, 
and that information and suggestions 
about the construction of outfits 
would be freely given. 

One of the first things that Ar- 


sies did was to install a good re- 
ceiving set with a large amplifier. 
He then entertained customers in the 
store at intervals during the day with 
radio concerts. This, of course, at- 
tracted wide attention, and the news 
was quickly spread from mouth to 
ear. People began to visit the Ban- 
ister & Pollard Co. store at all times 
of the day to hear the concerts, and 
the news that various broadcasting 
stations sent out. 

Conover then put in his first 
wireless window display which in- 
creased the interest of the public 
and demonstrated his versatility. 
What we shall term the Lincoln win- 
dow, for the sake of convenience, 
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That radio equipment is particularly adapted to the creation of attractive displays may readily be realized from an inspection 
of this window of the Banister & Pollard Co., Newark, N. J. Charles Conover arranged it 
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Here’s a good example of the manner in which Charles Conover ties up radio with a national event. In this instance Lincoln’s 
birthday was responsible for an unusual window 


was responsible for stimulating re- 
newed buying interest, which re- 
sulted in-the sale of several hundred 
dollars’ worth of radio stock. The 
floor of the window was covered with 
radio outfits and parts. In the cen- 
ter background was a picture of Lin- 
coln making his Gettysburg address, 
supported on both sides by flags and 
panels of axes. Below the picture 
was a large card which stated: 
“Everybody has read Lincoln’s ad- 
dress at Gettysburg, but few folks 
heard him deliver it. On Nov. 11, 
1921, President Harding’s Armistice 
Day address delivered at Washing- 
ton before an audience of thousands, 
was heard and enjoyed by many 
thousands . more throughout the 
country by wireless.” 

A smaller card in the front of the 
window announced that, “You, too, 
by using one of our wireless outfits, 
May enjoy these interesting events 
in the quiet and comfort of your own 
home.” On one of the axe panels was 
&card upon which was printed: “Lin- 
coln found pleasure and profit in the 
use of an axe. You will find pleasure 
using the kind we sell.” 

That Conover’s originality was 
not exhausted was demonstrated by 


the card used in connection with the 
display installed for Washington’s 
Birthday. With a picture of Wash- 
ington as a center background, and 
hatchets mounted on red, white and 
blue panels on either side of the set- 
ting the card cleverly connected the 
display of wireless and hatches. 

“Washington would have _ wel- 
comed a wireless,” Conover wrote. 
“Happy with the little hatchet, how 
much more he would have enjoyed 
one of our wireless outfits. You en- 
joy many advantages Washington 
never had—look at the hatchets you 
can buy to-day.” 


Displays Bring Business 


Frederick H. A. Oppel, general 
manager of the company, says that 
a large part of the retail sales at 
Banister & Pollard Co. is a direct 
result of advertising goods in win- 
dow displays. 

One of the salesmen on the floor 
at the Banister & Pollard Co., Clifton 
J. Dovey, an experienced hardware 
salesman, who is able to sell any cus- 
tomer anything that the firm carries 
in stock, and therefore does not con- 
fine his attention to any one depart- 
ment, may be given as an example of 


what a floor salesman can do selling 
radio along with the many other 
items that constitute a hardware 
stock. His average radio sales alone 
for four successive Saturdays totaled 
$833.50. Saturday is always a busy 
day at the Bahister & Pollard Co. 
and Mr. Dovey had to wait on cus- 
tomers who wanted everything from 
sandpaper to brass pipe. 

It may be of interest to many to 
know that some of the larger manu- 
facturers of wireless equipment are 
looking further into the future than 
just the manufacture and sale of ap- 
paratus. There are authorities who 
believe that radio broadcasting will 
be one of the greatest public bene- 
fits to mankind in the history of the 
race, and that eventually it will su- 
persede the telephone and telegraph. 

Radio, at least, has been a distinct 
boon to the suburban dealer who 
has taken it up. Many suburban 
dealers have found it both practical 
and profitable to install wireless sets 
in private residences for their cus- 
tomers. By giving this service they 
are able to learn the condition of the 
house and to suggest other items of 
hardware and household utilities and 
thus increase sales in other lines. 
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The Friendly Road 


K ‘ee away from fault-finding as you would 
keep away from bad companions. Fault- 
finding is a habit that grows on one un- 
consciously. No talent, brains or character are 
required to cultivate it, and yet it will eventually 
spell disaster for the man who possesses talent, 
brains and character, if he comes in contact with 
it. It breaks up homes and disorganizes busi- 
nesses. Keep away from it whether you be em- 
ployer, employee or customer. 


*% * 


You have heard it said that some men can be 
led but not driven. Well, its’s the same way with 
a customer. Lead them into a purchase by 


means of courtesy, persuasion and suggestion - 


rather than by trying to force them into buying 
something regarding which they have doubts. 
The wallop makes a hit with the crowd in the 
prize ring, but it runs second to courtesy and 
-onsideration in the retail hardware business. 


* * * 


Quite a number of people are leaving for 
Europe to see the battle fields accompanied by 
couriers. That’s nothing. When the boys went 
over in ’17 they were accompanied by convoys. 


* * * 


When the duck lays an egg she waddles off and 
forgets the affair completely. When a hen lays an 
egg she lets the entire world know about it; or, 
in other words, she advertises. Hens’ eggs are 
in demand, ducks’ eggs are not. Draw your own 
conclusions. Yes, we know it’s an old story, but 
it always applies. 

* * 

Say what you have to say and make it clear, 
concise and to the point. Don’t waste time with 
a lot of verbal effusions which mean nothing and 
which conceal your real meaning. You know 
what people thought of gas attacks during the 


war. 
* * 


Don’t believe the old saying that “opportunity 
knocks but once and then is gone never to return 
again.” Opportunity is one of the greatest little 
“hangers around” the world has ever known. 
Granted that she happens to bob up in unex- 
pected places and at unexpected times, the fact 
remains that she can also be found if you are 
determined to find her. You know that Napoleon 
once said that he did not wait for opportunities 
but created them. 


* * * 


The secret of a successful sales talk is knowing 
when to stop. 


It is an easy matter to criticise an employee, 
but it is far better for all concerned to show him 
the way a thing should be done. Unless he is 
absolutely worthless his next attempt will regis- 
ter a great improvement over his initial effort. 
And while we are on this subject it might be 
well for critical employees to stop a minute and 
consider before they criticise the boss. When all 
is said and done he must know something in 
order to be the head of the firm. So give him 
the credit that’s due him. 


* * * 


Time was when the man who did the most 
knocking did a pretty good business but let us 
be thankful that times have changed. The say- 
ing that “every knock is a boost” has taken root 
in the minds of the buying public and they sheer 
away from the knocker as they would from a 
disease. : 

* % * 

From New York to Hadio, 
All the way to Pradeo, 
Everywhere the radio 

Rules the aerial waves. 


Where the sets and parts are sold 

People part with hoarded gold, 

Young and poor and rich and old, 
Radio enslaves. 


Radio is something new, 

Everywhere there’s much ado, 

What’s a merchant going to do? 
Radio enslaves. 


If he cannot get enough 

Of the complicated stuff 

Customers are cool or gruff, 
Honest men and knaves. 


From New York to Hadio, 
All the way to Pradeo, 
Everywhere the radio 
Rules the aerial waves. —C. D. 


* * * 


When a salesman resorts to untruths or to 
promises which he knows cannot be fulfilled it 
is an admission that he is lacking in real sales 
ability —The Lewis Bulletin. 


* * * 


The French people have a genius for the dra- 
matic. Perhaps that’s why they are so indignant 
over the Russo-German treaty. It’s the only 
dramatic offering that has been presented so far 
at Genoa. 





‘cureeennaennee 


April 27, 1922 














oy 


> April 27, 1922 


HARDWARE AGE 


65 





 MRRET IES 





—_ 


N acertain hardware store east of the Missis- 

sippi a clerk recently sold a cash customer 

a bill of goods which totaled $10.85. The 
customer happened to have the exact change, 
which he gave to the clerk, who handed him a 
receipt. The customer left the store. The clerk 
went to the cash register and rang up 85 cents 
and pocketed the $10. As he put the $10 in his 
pocket the manager of the store and a detective, 
who had been watching unobserved, stepped out 
and accused the clerk of theft. 

At the Magistrate’s Court the clerk stated in 
his own defense that he was a married man with 
two children, that he had several years’ experi- 
ence as a retail hardware salesman to his credit, 
and that he found it impossible to support his 
family on the salary he received. He said that 
he had been tempted to steal because he needed 
the money and because it was a common prac- 
tice among some of the clerks at practically every 
store where he had ever worked. 

Quoting as precedent a decision handed down 
by Judge Landis at Chicago on a similar case, 
the Magistrate suspended sentence and repri- 
manded the manager of the store for under pay- 
ing his clerks and charged him with being moral- 
ly responsible for making the defendant a thief. 

At one of the small local association meetings 
recently the question came up for discussion as 
to whether or not it was a feasible proposition 
for a hardware merchant to pay his clerks a 
commission on their monthly sales. Merchants 
who hed tried out this system condemned it as 
impracticable for a hardware store, on the 
grounds that it fostered discontent among the 
clerks and that it worked to the disadvantage of 
customers who made only small purchases. 

It was significant, however, that every mer- 
chant who condemned the commission system 
advocated higher salaries for clerks. A man who 
is under paid, they said in substance, is ineffi- 
cient. He cannot be expected to be enthusiastic 
about his work. 

Every merchant and buyer appreciates the 


EDITORIAL COMMENT 


Clerks and Confidence 


logic of the natural law of compensation that 
anything worth while in life must be paid for in 
proportion to its value. The higher degree of 
individual intelligence in the United States, com- 
pared to other nations, is based primarily on the 
higher standard of living that prevails here. A 
higher standard of living also makes possible 
our greater national and individual prosperity. 
Thus, a protective tariff is justified on the 
grounds that it protects American workmen and 
capital. But this protection is senseless if the 
purchasing power of the workman is reduced. 

We appreciate fully that this is not a popular 
subject. But unpleasant problems are never 
solved by cowardly avoiding them. Better busi- 
ness can never be attained by retail merchants 
who have men working for them whose only in- 
terest is to dodge work, who tell customers that 
the firm is all out of a certain size bolt or screw 
because it is too much trouble to look, and who 
commit petty larceny in order to have spending 
money. 

The degree of intelligence required by a com- 
petent hardware salesman is probably above the 
average. No man of intelligence will work for 
any length of time for less than a living wage, 
unless forced to do so by necessity, or unless he 
can see some other way to get more money 
through the short-sightedness of his employer. 

It is always false economy to under pay men 
and women. A business cannot grow when the 
soil upon which it is planted nourishes the-thorns 
of discontent, disloyalty and indifference. 

The human mind, moreover, is so acutely sen- 
sitive to impressions. Every time you meet a 
man you endeavor to win his confidence. Your 
business is founded upon the confidence of your 
customers. For the retention of this confidence 
you must depend, to a large extent, upon your 
clerks. 

Are you confident of their confidence in you 
as a fair and liberal employer? Or have you en- 
trusted your business and its future to men and 
women who feel that you are not giving them a 
square deal? 

Perhaps it is worth thinking about. 
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A Group of Business-Getting Ads Featuring Various 
Items of Merchandise Found in the Hardware Store 


A Cooperative Store Paper 
No. 1 (7 in. x 10 in.). 

Here is something new in _ store 
papers and it should solve the store 
paper problem for the dealer in the 
small town who has heretofore hesi- 
tated about publishing a paper strictly 
on his own hook. It’s a co-operative 
store paper called the Brick Block 
Booster and published by C. A. Berg 
& Co., hardware dealers, G. C. Baker 
& Son, general merchandise and F. J. 
Warner Co., druggists. The name, 
evidently, is taken from the type of 
building housing the three local enter- 
prises. 

We show to the right the Berg page 
and in this connection, it is interesting 
to note how the space in the paper is 
apportioned. The paper consists of 
eight pages and each firm has one dis- 
play page for its exclusive use. The 
cover features the three firms cooperat- 
ing and carries a brief presentation of 
the “buy at home” thought. One en- 
tire page is devoted to local news and 
comment. Another page is given over 
to humor and anecdotes. Another 
carries store news and reading items 
about the three stores and the last 
page is designed to carry free adver- 
tising for the farmer friends of the 
store. 

A heading on this last page an- 
nounces the paper’s circulation as 500 
and points out the advertising value 
of this circulation for farmers who 
desire to buy, sell or exchange. 

Taken as a whole, this is the best 
cooperative plan that has come to our 
notice for some time. The division of 
space is practical and equitable, and 
not only that but the page features 
are such as to develop a keen interest 
on the part of the readers. We sug- 
gest that any hardware man located 
in a small town who is interested in a 
store. paper write C. A. Berg & Co. 
for a copy of the Brick Block Booster. 

C. A. Berg & Co. in a letter to us 
advises that results have already been 
obtained and that the firm believes the 
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SPECIALS 


Look Them Over, Then Act 





Mirro Aluminum at 
Wholesale Prices 


We have placed the following low prices on Mirro 
AJuminum Ware 


$3.65 Mirro coffee pot, 2 quarts 

$2.50 Mirro Colonial Percolator coffee pot 1.79 

$3.25 Mirro Lipped preserving kettle, 10. 
CORED hiv cscncdacatceeneed lc bavae ‘ 1.58 

$3.20 Mirro dish pan, 17 quarts, 19 1-2 in. 
diameter 

A great many other M'rro pieces have been put on 

sale at 98c which is considerable below what they 

can be bought for at wholesale. 


, 
Come in early, these won’t last long 


FORD RADIATORS 
Guaranteed for one year 
315,95 








Equip your car with a 
set of these lens, gives a 
perfect light for night 
driving. Regular price 
$2.50, our sale price 


$1.68 





Tire Chains 
Rido Skid, 30x3 1-2, 
Special 
$2.30 





$1.79 


Buys a Tite Tide halter guaranteed against break- 
age for one year. Regular price $2.25. 


$1.15 
for 1 1-4inch heavy Chrome Tan horse halter, 
This ié a regular $1.50 haiter and a real buy at 
$1.15. 








Clip the Childrens’ Hair at Home 
With one of our size OO close cutting hair clippers 


$1.89 





Tools 


Our line of Atkins 


saws and other .high 
grade tools have been 


reduced from the 
high goint to a low 
level. Come in and 


look over our line. 


Snaps 
of all kinds at 


These are snaps 


~ 
$1.10 

Buys an 18 in. galvanized pig trough. Regular 

$1.50 value. Only a few at this price. 








C. A. BERG @ CO. 


Phone No. 29 


1—A hardware dealer and two other local merchants club together and publish the 


Marietta, Minn. 


store paper from which this ad is taken 
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Experience Teaches 


Kitchen Utensils 


are as much a necessity in the 
home as the food which is pre- 
pared in or with them. And the 
greater the assortment you have 
the easier and more quickly can 
you do your work. 


@ You will find in our stock 
everything needed for the kit- 
chen. Youcan depend upon the 
quality of every piece and you 
can be sure the prices are right. 
Come and See 
‘hem 4 
With You {3 


4 We're “On the Square” 











2—How W. T. Breeze, Brooksville, Ky., 

is showing housewives the wisdom of 

having a complete equipment of kitchen 
utensils 


paper will prove a very forceful adver- 
tising medium. 


Boosting Sales of Kitchen Utensils 


No. 2 (2 cols. x 7 in.). 
' Here is a unique idea in advertis- 
ing kitchen utensils. The cut is novel 
indeed and the copy is aimed to con- 
vince the housewife that her work. 
would be lightened by having a greater 
assortment of utensils. Also the text 
emphasizes the complete stock carried 
with a word as to dependability and 
reasonable price. 

We believe an ad of this sort a real 
business builder. It awakens the 
housewife to a need which may not 


FISHING’ 


When you want a thing— 
Just wishing 

Will not Jand it— 

It takes fishing! 


When you are fishing for other 
things, the questian of proper 
equipment is strictly~up to you, | 
but— | 


When You Wish to Fish for Fish 


we can provide you with the complete outfit 








for insuring a full catch. 
Poles, Lines, Reels, Flies and— 
“Bate”—if you need it. 


ON SALE IN 











&—An ad like the above takes advan- 
tage of the start of the spring and 
summer fishing season 


. 
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have been apparent to her, at least in 
so far as making her work easier is 
concerned. This ad was sent us by 
W. T. Breeze, Brooksville, Ky. 

The Grand Old Sport 
No. 3 (2 cols. x 6 in.). 

Howard’s, Mt. Vernon, N. Y., used 
this ad last week and it is a piece of 
copy which finds a ready response at 
this season of the year when the angler 
is beginning his pilgrimages to lake 


67 
Concentrating on Poultry Supplies 


No. 4 (3 cols. x 10 in.). 

M. Johnson Co. of Valley, Neb., sent 
us this ad which he says is bringing 
him excellent results. He used it in 
the Valley Commercial Club Booster, a 
local publication. In this particular 
case Mr. Johnson believes this medium 
is bringing him better results than the 
local paper. Often, local organization 
and Chamber of Commerce papers 





POULTRY 


SUPPLIES 


We carry a very complete stock of goods for successful poultry raising. Look over this, 


hist. If you don’t see what you want we will t 


Sure Hatch 
‘Incubators 


J —_ 
OT 


Geats the hen at her ff 
own game. 


Made In Four Sizes. 


120 to 270-eg¢g 
capacity. 


Incubator 


Thermometers and 
Hygrometers, 
5-¢a apa ,, 
‘we can order repairs for any make|°~84!. capacity 
neubator or brooder. 


CHICKEN WATERERS. 


Keeps water clean in 
summer, prevents freezing in winter. 


be glad to get it for you. 





Sure Hatch 
Brooders 


Pays for ‘itself ia a 
season, made ia twe 


sizes. 


Raise more chickeas 





Baby Chick 
Feeders 


Made of galvanized iron. 
feed clean: 
PRICE 25 cents 


Keeps 





Poultry Netting 


41 in. Mesh, heights 

12-18-24-30-36 in. 
2in MESH 

3-4-5-6ft 





————_g—_—_—__—_—. 


Poultry Houses, 
houses. 
ee» 

heights , 
tits ; 
PH Poultry netting staples 
as Steel Posts 
l-quart. 2-quart. 


Hen Nests Nest Egss 
‘LUMINUM LEG BANDS 
CELLULOID LEG BANDS 
POULTRY PUNCHES 


Feed : indieee 


Keeps chicken 
feed clean. 
Compartments 





Made of ott iron. 


“CARBOLA”! ) 


White disenfecting Paint for 
Dairy 


10 Ib pkgs $1.25 


Hen Friend Drinking 
Fountain 


The Best Yet. 


Galvanized 


Rat an Vermin Proof 
for grit, feed etc} Easy to clean. Well ventilated 
6 for $10.00 











Myers 


pen SPRAY PUMPS 


The -best pump made 
for 


spraying poultry 


houses, dairy barns, 
hog barns, shrubbery 


4-quart. 6-quart, | ete. 





Creosote Dip in bulk 


LICE POWDER — EGG TONE 
LICE KILLER IN LIQUID FORM 


“B K” Disinfectant and Deodorizer 





Sanitary Fountains 


Glass Jar Fountain 
Can be used with any 
size jar. Fine for. 
small chicks. 





10 »cents 


PRICE WITHOUT JAR, 








DAIRY AND BUTTER-MAKING SUPPLIES ON NEXT PAGE. 


M. JOHNSON Co. 


Valley, Nebr. 


THE WINCHESTER brows 


Phone 





4—Here is a presentation of all the principal supplies which are used by poultry raisers 


and stream in quest of the members 
of the finny tribe. 

The cut will get the eye of the fisher- 
man and the chatty style of the text 
makes easy reading while conveying 
the thought that the Howard sporting 
goods department is headquarters for 
everything in the fishing tackle line. 

An ad like this will prove a business- 
getter for you. 


wield a great influence and they should 
not be overlooked by the dealer. 

We think that the Johnson page has 
been well handled. The cuts are good 
and the layout is easy to read. Our 
one criticism concerns prices. We 
think more prices should be quoted in 
subsequent ads. On the reverse of 
this page appeared another Johnson 
ad devoted to dairy supplies. 














HARDWARE AGE 


New Jersey Retailers Discuss Building Problems 


Wireless Also Discussed at Meeting of North 


April 27, 1922 


Jersey Association Held at Newark, April 18 


ECLARING that tax exempt se- 

curities are directly responsible 
for a large part of the housing shortage 
that exists throughout the country, 
and that there can be no real impetus 
given to the “Own Your Own Home” 
campaigns until people can purchase 
moderate-priced homes on their own 
terms without paying exorbitant pre- 
miums and interest rates to banks, 
speculators and antiquated building 
loan associations, Raymond Connolly, 
president of the New Jersey State 
Board of Realtors, urged the North 
Jersey Hardware & Supply Associa- 
tion to indorse the Pennsylvania build- 
ing and loan law, at the regular meet- 
ing of the hardware associaiton held 
at the Downtown Club, Newark, N. J., 
April 18. 

“People are only beginning to re- 
alize,’” Mr. Connolly said, “the impor- 
tance of the building industry in this 
country, which has added $75,000,000,- 
000 to the nation’s wealth, and from 
which 11,000,000 workers derive their 
living. 

Marked Revival in Building 


“There is a marked revival of build- 
ing this year and it is probably safe 
to predict that 1922 will break all 
records for new construction. But the 
greatest obstacle that confronts those 
who desire to remedy the housing short- 
age is the tightness of mortgage money 
and the virtual impossibility of arrang- 
ing reasonable and convenient terms 
for the small prospective home owner. 

“There are any number of people in 
the market to-day,” Mr. Connolly 
stated, “for houses ranging in price 
from $5,000 to $15,000. Usually these 
people have about $2,000 or $3,000 which 
they are able to invest. But they can 
only get a loan to the amount of 50 
per cent of the selling price of the 
house and lot. Consequently they are 
unable to buy homes, and there will 
continue to be a large shortage of 
moderate-priced houses until this un- 
fortunate condition is corrected.” 

As a means of helping to remedy 
this situation Mr. Connolly recom- 


Radio Club of Illinois Incorpo- 
rated 


The most ambitious plan for the or- 
ganization of the radio fans of Chi- 
cago and adjoining territory has been 
outlined by the Radio Club of Illinois. 
Recently, Lawrence R. Schmitt, United 
States Radio Inspector, was chosen 
as president. John P. Tansey was 
made secretary. The headquarters 
are at 4220 Sheridan Road, Chicago, 
where a club house is maintained. 
Free instruction is given to all mem- 





mended the Pennsylvania Building and 
Loan law, which he said, empowers 
banks, loan associations, insurance com- 
panies and so forth, to invest in build- 
ing loans and mortgage. Philadel- 
phia has more home owners than any 
other city in the country, he stated, be- 
cause the banks and loan associations 
have given special attention to financ- 
ing the construction of moderate-priced 
dwellings. 


Old Fashioned Building Codes 


Building codes in many parts of the 
country are archaic, Mr. Connolly de- 
clared. He quoted Secretary of Com- 
merce Hoover as saying that the aver- 
age building code penalizes the home 
owner to the extent of 20 per cent on 
his building costs. The labor situation, 
according to Mr. Connolly, is “satisfac- 
tory.” Skilled workers are in demand. 
There is, however, he said, a great deal 
of poor material and incompetent 
workmanship prevalent to-day in the 
construction of moderate-priced houses. 

The importance of good hardware in 
homes was also emphasized by the 
speaker who suggested that the hard- 
ware dealers attempt to persuade the 
manufacturers of builders’ hardware 
to make better grade hardware, and to 
educate the public about the economy 
of using good locks, hinges and fixtures. 

“Good material is as important as 
good workmanship,” he said. “Con- 
tractors are beginning to realize that 
the standard of living has improved 
and that a good workman is worth the 
money that he is being paid to-day. 
Something must be done,” he added, “to 
convince contractors, and the public 
generally, that cheap hardware is dear 
at any price.” ' 

Arthur Manser acted as secretary in 
the absence of William F. Littell, Jr. 
Sidney J. Milligan, president of the 
association, presided. 

F. W. Warriner, chairman of the 
entertainment committee, introduced a 
new feature by giving out an atten- 
dance prize. Every member present 
wrote his name and address on an in- 
dividual card and a name was drawn 





bers with classes for adults and juniors, 
The club is to furnish common meet- 
ing grounds for professionals, ama- 


teurs and all persons interested in 
wireless telephony and_ telegraphy. 
Meals will be served at the club and 
parking space is provided for park- 
ing autos. Permanent exhibits will be 
maintained. 


Apex Attends Ball Game 


The Apex Electrical Distributing Co., 
Cleveland, are real baseball fans. On 
the opening day of the baseball season 





at random from the stack. Alfred G, 
Birkenmeier, Jr., received the prize, 
which was an umbrella. 

During the question box session the 
question: ‘“How can a suburban dealer 
keep his trade at home?” was answered 
by the suggestion that the suburban 
dealer keep in touch with city prices, 
give his customers extra service, and 
go out of his way to let his customers 
know what he has to sell and offer in 
the way of service and information, 
and what he is doing to help the town. 


The Question of Wireless 


“Is wireless equipment profitable?” 

Some of the dealers expressed the 
opinion that it was not, because of the 
continual introduction of radically new 
methods and instruments on the mar- 
ket. A majority, however, who handle 
wireless equipment declared that there 
is “good money in the little staples and 
accessories, wire, tools, and moderate 
priced complete sets.” Installing sets 
in private homes was very profitable. 

“Is the steel goods market going to 
advance?” 

A minority believed that there will 
be a shortage of steel goods this sum- 
mer. The majority favored the belief 
that steel prices will not change much 
for several months. 

“Is it practical to give clerks a com- 
mission on the sales they make to stim- 
ulate their interest?” 

A few members who had tried out 
this system declared it to be a bad 
scheme for hardware stores, as it 
causes friction, they said, among the 
clerks, and makes for poor service to 
customers who only want to make 
small purchases. These dealers advo- 
cated “paying a clerk what he is 
worth.” One dealer expressed the 
opinion that hardware clerks are un- 
derpaid. “It is false economy to under- 
pay a clerk,” he said, “as an underpaid 
man takes the attitude of ‘what’s the 
use of doing anything extra, you don’t 
get any thanks for it anyway.’” Deal- 
ers lose more by keeping underpaid 
clerks, he said, than they would by 
overpaying them. 






in Cleveland, they closed their entire 
plant and had reservations for 500 
members at the ball park. The ma- 
jority attended and did considerable 
rooting. They had their banners, band 
and band leader and sang most of the 
popular songs during the game. 


Farr Leaves Warner 
Herbert W. Farr has resigned as 
advertising manager and window de- 
signer of the Warner Hardware Co., 
Minneapolis, Minn.. and is now engaged 
in a similar line of work at St. Paul. 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, April 24. 

PRING goods are moving from job- 

ber to dealer and on to the con- 

sumer in an active way. Whole- 
sale houses express satisfaction with 
conditions as applied to seasonable 
items. Although individual retailers 
are not buying large quantities in any 
one line, they are buying a good va- 
riety of goods, and agricultural neces- 
sities have begun to re-order, Car- 
penters’ tools, particularly saws, chis- 
els, hammers and planes, are selling 
in fairly large quantities, due unques- 
tionably to the demands of the building 
trade. 

The collection situation is reported 
as being a little relieved in this dis- 
trict, though it is still noted that the 
proverbial slow payers are just a little 
‘slower, though not so numerous. 
port trade is picking up a little, and 
there are a few more ships carrying 
cargoes out of New York harbor. 

There are fewer price changes this 
week, the majority of items, it will be 
noted, are in the way of adjustments. 

Jobbers report the following price 
changes: 

Machine screws have advanced about 
20 per cent. 

Tire bolts have advanced 15 per cent. 

Shovels have declined approximately 
$2.50 per dozen. (It was stated pre- 
viously by local jobbers that the de- 
cline on shovels amounted to $2 per 
dozen. It is thought that there may 
be a range of reductions varying be- 
tween $2 and $2.50). 

Copper rivets and burrs now take a 
discount of 45 per cent. 

Standard wire nails from New York 
stock were offered at $3.25 base, this 
week, 

Some manufacturers of gage glasses 
have made reductions approximating 
7% per cent. 

Some manufacturers of oilers are re- 
ported to have made reductions rang- 
ing from 3 to 5 per cent. 

Jobbers report the following an- 
Nouncements from manufacturers: 

It is reported that John Ernsdorf Iron 

» Dubuque, Iowa, made a 5 per cent 
reduction on single tree and double tree 
heck yokes. 

Wagner Manufacturing Co., Cedar 


Ex-: 
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Falls, Iowa, is reported to have made 
a 5 per cent reduction on fly killers. 

F. W. Buckman, New York City, is 
reported to have made a 2 per cent re- 
duction on sash cord and cotton braid- 
ing. 

The Gandy Belting Co., New York 
City, is reported to have made an ad- 
vance of 2 per cent on belting—solid 
woven. 

W. F. Robinson Steel & Iron Co., Cin- 
cinnati, Ohio, is reported to have made 
a 4 per cent decrease on roofing caps. 

Cleveland Lawn Weeder Co., Cleve- 
land, Ohio, is reported to have made 
a 2 per cent reduction on lawn weeders. 

South Atlantic Waste Co., Charlotte, 
N, C., is reported to have made a de- 
crease of 3 per cent on wool waste. 

The Bruhn Manufacturing Co., Hob- 
art, Ind., is reported to have made an 
8 per cent reduction on tool chests. 

The Buffalo Pulley & Caster Co., Buf- 
falo, is said to have made a 2% per 
cent reduction on trunk casters. 

The Taylor Manufacturing Co., Hart- 
ford, Conn., is reported to have made a 
1 per cent reduction on can openers. 

Carborundum Co., Niagara Falls, 
N. Y., is reported to have made a 3 per 
cent advance on grinding wheels. 

Automobile Accessories.—It is re- 
ported that bumper manufacturers are 
bringing out new models which are in 
demand to fit the requirements of some 
of the 1922 altered models of standard 
cars. Demand for bumpers is very 
good at the present time. General tool 
lines and repair kits are very active at 
the present time. Tires are also re- 
ported to be in demand by the con- 
sumer trade. 

Awning Rope.—Buying in small quan- 
tities has begun in this line. Prices 
apparently are firm and stocks ample. 


quotations, f.0o.b. New York: 
/16 in., 37¢e. net per Ib.; % 
5/16 in., 36c. per Ib. net. 


Jobbers’ 
Awning rope, 3 
in., 36e. per Ib. net; 


Bolts and Nuts.—Consistent buying is 
found in this line. Jobbers apparently 
have adequate stocks, and prices appear 
firm. 

Jobbers’ quotations, f.o.b. New York: 

Square nuts, No. 50, per Ib., % in., 19¢.; 
5/16 in., 18¢c.; % in., 16e.; 7/16 in., 15c.; 
\% in., 13c.; % in., 12c., and % in., 11c. 

Common carriage bolts, % by 6 and 
smaller, 60 per cent; longer and thicker, 60 
per cent. 

Machine bolts, % by 4 and smaller, 60, 10 
and 5 per cent; larger and thicker, 60, 10 
and 5 per cent. 

9/16 and 


Semi-finished hexagon nuts, 


smaller, 80 to 80-10 per cent 
thicker, 75 per cent. 
Tinners’ rivets, 60 per cent. 
Hexagon machine screw nuts, iron, new 
list, 50 and 10 per cent; brass, 4/32-14/20, 
75, 10 and 5 per cent, new list. 
Lock washers, 50 per cent. 
Toggle bolts, steel, bright 
cent. , 
_Iron rivets, 60 
rivets, 40 per cent. 
Stove bolts, 80, 10 per cent 
Lag screws, 65 per cent to 65 and 10 per 
cent. 


Builders’ Hardware.—This line re- 
mains one of the most active features 
of the retail hardware business, with 
every evidence of not only a continua- 
tion, but of actual increases along the 
line. 


Jobbers’ quotations, f.o.b. 

Cylinder front door sets, 
me tal, escutcheons 10% x 2% in., inside 
7 x 2% in., three paracentric keys, dull 
brass finish, $6.88 each, Antique copper, 
$6.88 each. Bit key front door sets, wrought 
bronze metal, escutcheons 10! x 2% in 
swivel spindle, three nickel keys, dull brass 
finish or antique copper finish, $2.64 each. 
Mortise lock sets, wrought steel, 
cheons, 7 x 2% in., knobs 24% in., one 
a box, finish dull brass or antique coppe! 
$7.70 per doz. Case lots, 5 doz., $6.49. Co- 
lonial sectional handle set for residence 
front door, wrought bronze metal, outside 
handle and cylinder inside knob and escut- 
cheon with turn knob lock, 5% x 3% in 
dull brass finish. $8.25 each. Bathroom 
sets, operated by thumb knob, nickel plated, 
steel knob and escutcheon, 88c. per set. 
Bronze knob and escutcheon, $1.36 per set 
Glass knob, bronze escutcheon, $2.09 per 
set. 

Glass push plate for swinging 
3 x 12 in. bevel edges, square corners, bored 
for screws, $4.13 per doz. Wrought stee! 
push plates, round corners, 2% x 10 in., 
dull brass or antique copper finish, $1.72 
per doz. 

Store door handles, wrought steel, 
3 x 12 in., dull brass or antique 
$2.48 per set. . 

Same, with plates 3% x 
handle for each side of door, 
$3.14 per set. 

Upright rim locks, .cast iron, 4 x 34% in., 
escutcheon and screws, $2.06 per doz. 

Casement fasts, cast iron dull brass mor- 
tise stripe, right or left hand, t x 1% in., 
$1.49 per doz. 

Cultivators.—The improvement in the 
weather has given stimulation to the 
sale of cultivators. Prices appear firm, 
and jobbers seem to have sufficient 
stocks on hand, for the time being at 
any rate. 

Jobbers’ quotations, f.o.b. New York: 

Cultivator, 3 forged steel prongs, can bs 
used as a hoe, weeder, etc.. 4-ft. ash handle, 
$6.78 per doz. net. Same, with wheel plow 
attachment, detachable handle, 5 forged 
steel prongs, 4%4-ft. ash handle, $9.08 per 
doz. net. Cultivator, with adjustable steel 
parts, 4 teeth, cold pressed, malleable iron 
socket, polished hardwood handle, 4 ft. 
long, $9.08 per doz. net. Garden cultivator, 
18-in.. wheel, with 14-in. tire, consists of 
mold-board, sweep, 


larger and 


finish, 60 jv. 


per cent; solid copper: 


New York: 
wrought bronze 


doors. 


plate 
copper 


14% in. and 
same finishes, 


reversible bull tongue 
rake and wrench, $2 each net. Garde 
cultivator, 24-in. wheel,-% x ¥% in. ri 
cultivator, sweep, reversible shovel, 1*. 











70 
3 i x ll-in. rake and wrench, $2.35 each 
net. 

Grass Hooks.—Though the actual 


demand for grass hooks has not as- 
sumed any large proportions, jobbers 
are receiving numerous inquiries which 
are expected to lead to fairly good sales 
the early part of next month. Stocks 
are adequate and prices firm. 


Jobbers’ quotations, f.o.b. New York: 

Grass hooks, Little Giant, $5.35 per doz. 
Village Blacksmith, $5.65 per doz. Lighten- 
ing, $4.50 per doz. inglish Plain Back, 
No. 2, $5.70 per doz. English Plain Back, 
No. 3, $6.10 per doz. English Riveted Back, 
No. 3, $7.70 per doz. 


Hose Clamps and Couplings.—Inter- 
est for these items is increasing daily 
as the weather improves. Steady 
prices, ample stock characterize this 
line. 


Jobbers’ quotations, f.0.b. New York: 

Brass rose clamps, for %-in. hose, 42c. 
per doz. Steel hose clamps, for %-in. hose, 
sic. per doz. Clinching hose couplings for 

-in. hose, $2.65 per doz. Wrought brass 
Me as couplings for %-in. hose, $1.45 per 
doz. For %-in. hose, $1.45 per doz. For 
%-in. hose, $1.45 per doz. 


Hose Reels.—Early business for hose 
reels has been fairly good, though it 
has not continued so actively as some 
jobbers expected. Dealers seem inclined 
to carry a light stock of reels, but 
are showing much interest, evidenced 
by the numerous inquiries received. 


Jobbers’ quotations, f.0.b, New York: 

Hose reels, all metal with channel steel 
frame, cast iron wheels, 9-in corrugated 
steel drum, steel arms, enameled green and 
black, capacity 100 ft., %-in. hose, $25.25 


per doz. net. Same with steel rope, elec- 
trically welded together, japanned, galvan- 
ized steel drum, diameter of wheel 21% 


in., length of handle 28 in., capacity 100 ft. 
of garden hose, $30 per doz. net. Same, 
all metal tubular frame, corrugated, gal- 
vanized steel drum, tubular steel wheels, 
enameled green, height of reel 21 in.. capac- 
ity 100 ft., $42 per doz. net. Same, with 
height of reel 24 in., 100 ft. capacity, $48 
per doz. net. 


Lawn Mowers.—Lawn mowers are 
already moving with fair rapidity. The 
trade in this district expects to do a 
big business in this item, for two rea- 
sons, one of them being a very attrac- 
tive price compared with last year’s 
quotation; and the other, the fact that 
many people who were in need of a 
mower would not buy at last year’s high 
price. 

Jobbers’ quotations, f.o.b. New York: 

Lawn mowers, 3 blades, adjustable bear- 


ings. 8-in. side wheel. finished in pea green, 
gold striped, 10-in., $5 each net; 12-in., $5 
each net; 14-in., $5.30 each net; 16-in., $5.60 
each net; 18-in., $5.95 each net. Ball bear- 
ing lawn mowers, 8 blade, adjustable bear- 
ings, 18-in._drive wheel, finished in gold, 
aluminum and blue, 12- in.., $6.35 each net; 


14-in., $6.70 each net; 16- in., $7.05 each net; 
10%4-in, raised open drive wheel, 4 tem- 
pered steel blades, reel 6-in. diameter, fin- 
ished in aluminum, gold and green, red and 
gold strined, $9.25 each net. Same. 16-in., 
$9.75 each net; same, 18-in., $10.25 each 
net; 20-in., $10.85 each net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom. white duck. for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers, 16 to 20-in., $13.13 per doz. net. 


Nails.—As announced in the lead of 
this market report, the accepted New 
York stock quotation for wire nails is 
3.25 per keg. Business is fairly active 
in this line, and many large orders 
have been received. 


Jobbers’ quotations, f.o.b. 
Wire nails, $3.25 base, per keg. Cut 
nails, $3.90 to $5 base, per keg. Coated 
nails, $3 to $3.15 base, per kez. Wire nails 
2~d brads, in small lots, 75 to 10 per cent 


New York: 


off list. 
Roofing nails. per 100 Ib., $7.25 for gal- 
anized, and $5.25 plain This applies to 


1x12 
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Naval Stores.—Local buying is lim- 
ited to small lots. Later on in the 
spring it is thought there may be some 
improvement, 

Prices to dealers, f.0.b. New York: 

Turpentine, in bbl., 87c. to 90c. Rosin, 
on the basis of 280 lb. to a bbl., B grade, 


15 to $5.20; D fo I erades, e. 20 to . 25; 
Fy 25 to $5.30; M, $6.05 , $7.30 to 


pl, Shears.—The demand for 
pruning shears is a little more active 
at the present time. Stocks are ample 
and prices firm. 

Jobbers’ quotations, f.o.b. New York: 

Pruning shears, cast iron, steel blades, 
coppered wired coil spring, $4.65 per doz. 
net. Same, with malleable handle, flat 
springs, $8 per doz. California pattern, 
9-in. size, $8 per doz. Same nickel plated, 


$14.70 per doz. Ladies’ model, nickel plated 
shears, $13.40 per doz. 


Poultry Netting Staples.—The de- 
mand for this line is fairly consistent. 
Prices quoted are the prevailing quota- 
tions in the local market. 

Jobbers’ quotations, f.o.b. New York: 

Poultry netting staples, 10-lb. boxes, 7c. 
per Ib. In 100-lb. kegs, $5.75 per keg. 

Rope and Twine.—Though actual pur- 
chases have not increased to any great 
extent, there seems to be more active 
interest in rope and twine in the local 
market. It is suggested that perhaps 
the next few weeks may show added 
activity. 

Jobbers’ quotations, f.o.b. New York: 

Manila rope. No. 1 grade, 18e. to 19%e. 
per lb. Hardware grade, 16c. per lb. Sisal, 


No. 1 grade, 15c. per Ib.; sisal, No. 2 grade, 
13c. per Th. Bolt rope, 20c. to 22c. per Ib. 


Lath yarn, 13c. to 15c. per lb. Jute wrap- 
ping twine, 201%4c. to 25%ec. per Ib. India 
hemp twine, No. 6, 16¢c. to 18¢c. per Ib 


Sereens and Screen Doors.—Jobbers 
expect that the month of May will show 
& more active market. Many dealers 
are showing interest at the present 


time. Prices are steady and stocks 
ample. 
Jobbers’ quotations, f.o.b. New York: 
Continental screens No. 1833, $5.05 per 
doz.; 2233, $5.80 per doz.: 2433, $6.20 per 
doz. ; 2833, $7.20 per doz.; 2837, $7.65 per 


doz.: 3033, $7.50 per doz. 
, Competitor screens, No. 1, $4.30 “~ doz. 
$4.80 per doz. ;.3, $5.80 per doz.; 4, $6.25 


a doz. 

All metal Srneme. ie 998 . $5.40; No. 18, 
$6: No. 24, 9, $9.55. 

Screen HbR vi Rais y 2/6 x 61/6, 


No. 241, $18.14; 
$24.60: No. 314, 
all per doz. 


Screws.—The demand for screws is 
fairly consistent. An advance of 20 per 
cent on machine screws will be noted in 
the lead of this market report. 


Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat heads, 
82% per cent; iron bright, round and oval 
head, 86 per cent; iron blued, flat head 
(add 5 per cent to a net amount of in- 
voice), 82% per cent: iron blued. round 
read, 80 per cent: brass flat head. 77% per 
cent; brass round and oval head, 75 per 
cent. Extra discount quoted by local job- 
bers is 20 per cent. 


Screen Cloth.—Numerous inquiries 
are being received by jobbers along 
with a few small orders. . Prices are 
expected to continue, and increased 
business is anticipated by local whole- 
sale trade. 


Jobbers’ quotations, f.o.b. New York: 

Black screen cloth, 12 mesh, $2.15 per 100 
sq. ft. net. 

Sereen cloth of white satin finish and 
double zinc coated after weaving, 12 mesh, 
$2.64 per 100 sq. ft. Same, 13 mesh, $4.40 
per 100 sq. ft. 

Bright galvanized screen cloth with cop- 


No. 281, $19.30: No. 288 G, 
$27.50; No. 457 G, $22.65, 
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per selvage, 12 mesh, $4.25 per 100 
14 mesh, $4.50; 13 mesh extra heavy ture 15 


Spading Forks.—This is a fairly ae. 
tive line with steady prices. Stocks are 
apparently adequate. 

Jobbers’ quotations, f.0.b. New York: 

Spading forks, 11- in. angular tines, stee| 
cap ferrules, 5 tines, wood D handle, bronze 
finish, $21.40 per doz, net. Same, 5 tines, 
malleable D handle, bronze finish, 
7 akg $19.20 per doz. net. Same, 4 tines, 

4%-ft. handle, bronze finish strap ferrule, 
$13. 15 per doz. net. 

Sprinklers—It is a little early to 
expect much business in this line, but 
jobbers report that dealers are inter. 
ested. An active demand is expected 
within the next ten days. 


Jobbers’ quotations, f.0.b. New York: 


Galvanized sprinklers, 4-qt., $6.35; 6-qt., 
$7.35; 8-qt. $8.15; 10-qt., $9.35; '12-qt. 
$10.65; 16-qt., $13.45; all per doz. net. 


Roofing Paper.—In the suburban dis- 
tricts, dealers are showing interest in 
this line. Stocks are good and prices 
are expected to remain unchanged. 


Jobbers’ quotations, f.o.b. New York: 

Roofing paper, 35-lb. roll, 79c. per roll 
45-lb. roll, $1.30 per roll; 58-Ib. roll, $1.70 
per roll. 

Hard felt, 60-lb. standard roll, $1.40 per 
roll: red sheathing paper, 36 in. wide, 500 
sq. ft. in a roll; 25-lb. roll, 50c. per roll 
and 30-Ib. roll, 75e. per roll. 


Trowels.—Fairly active buying char- 
acterizes this line. Stocks are fairly 
large and prices steady. 


Jobbers’ quotations, f.o.b. New York: 

Ladies’ flower trowel, heavy one-piece 
steel blade, 5%-in., half polished and enam- 
eled maroon, stained handle, 85c. per doz 
net. Garden trowel, 6-in. tinned steel 
biade, black enameled handle, riveted tang. 
75c. per doz. Florists’ trowel, heavy solid 
steel, 6-in. blade, half polished, riveted 
shank, hardwood handle, $1.15 per doz. net 
Garden trowel, one-piece heavy cold-roll 
steel, 11%4-in. over all, blue finished, $2.15 
per doz. net. English pattern garden trowel, 
6-in. forged steel blade, polished and enam- 
eled, length over all 13% in., $2.25 per doz, 


net. Garden trowel, 6 in., ata socket, 
forged steel, full polished, grip handle, 
$6.75 per doz. net. 


Turf Edgers.—Along with other gar- 
den tools, turf edgers are receiving con- 
siderable attention from dealers. Prices 
appear steady and jobbers seem to have 
adequate supplies. 

Jobbers’ quotations, f.o.b. New York: 

Turf edger, cast steel blade, bronzed 
finish shank, 4%4-ft. handle, socket style, 
$10.25 per doz. net. Same, shank style 
$9.20 per doz. net. 

Window Glass.—Increased interest is 
reported by local wholesale firms. 
Prices appear firm. 

Prices to retailers, f.o.b. New York: | 

A single, 84 to 87 per cent; B sinvle wit- 
dow glass, 85 to 88 per cent; A double, 8 
per cent: B double, 87 per cent. List of 
March 1, 1913. 

Wire Goods.—Wire goods are in ex- 
cellent demand, and jobbers report nu- 
merous re-orders from dealers. The 
latter seem quite enthusiastic about 4 
good season for wire goods in general. 
Poultry netting is particularly active. 
Prices seem steady and stocks sufficient. 


Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 50, 5 per cent; from 
New York stock, 45 to 50 per cent. Poultry 
netting, galvanized before weaving. factory 
shipment, 50-10-5 per cent. vale 

Square mesh wire cloth, 2 x 2, New Yo! 
stock, $4.75 to $5 per 100 sq. ft. 


P. S.—The Chicago Nut Co., Chicag®. 
Ill., is reported to have issued a new 
discount sheet, No. 55, applying to cata- 
log No. 14. This becomes effective 
April 12. 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Ill., April 22. 
DVERSE weather conditions con- 
tinue to affect the Central States. 
River towns and territories are 
just passing the climax of the floods, 
with the resulting damage and destruc- 
tion. Severe storms, which have done 
considerable damage, have visited some 
sections. But despite the slowing up 
caused by conditions of this kind, which 
arose in a normally busy period, there 
has been a very satisfactory amount of 
business received in the trade centers 
and in the larger cities. 

Easter trade was considered fair from 
the retail viewpoint. There were about 
the same number of customers in the 
market last week as there were for the 
same period in 1921. Orders taken on 
the road show increased confidence on 
the part of the retailer and orders for 
fall delivery indicate that merchants 
are expecting to sell considerable mer- 
chandise. Road orders have naturally 
been affected by the adverse weather 
conditions, but on the whole they have 
been considered satisfactory. There is 
a little more margin of profit in the 
merchandise that is being demanded at 
this time as compared with the early 
spring orders, and while orders may not 
have been as large they have carried as 
much profit as previous weeks. 

Car loading records show an increase 
of 163,840 over the total for the cor 
responding week last year. Building 
activities in Chicago continue to, in- 
crease. While there is some hesitancy 
of the home builder in starting to build, 
due to unsettled labor conditions, the 
larger buildings of all kinds are show- 
ing rapid progress. Permits issued in 
Chicago last week were 330, against 
145 for the same week a year ago. 
March building activities throughout 
the United States are the largest for 
any month of the last eight years and 
with Chicago’s gain holding up. 

Metal markets have been firm during 
the week, although some advances in 
iron and steel have been made. How- 
ever, local distributors have not yet 
announced any new prices to the trade 
with the exception of carriage bolts, 
which were advanced this week. Al- 
though nails have been advanced by the 
independents there is no indication that 
it has been put into effect. Due to the 
coal strike and firmness of the market 
it is believed to be only a matter of time 
until the advance will be put into effect. 

Spring shipping on the Great Lakes 
from Milwaukee was opened this week 
and has been in operation from Chicago 
for some time. 

Radio is still holding the center of 
the stage and new retail stores are be- 
ing opened up in many places in Chi- 
cago. Shortage of equipment is hin- 
dering sales, although it has been esti- 
mated that over $5,000,000 are being 
spent weekly by radio fans of this 
country. 


Automobile Accessories. — Business 
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in these lines is very satisfactory, re- 
gardless of the slowness of the country 
trade. Automobile sales this season 
have been very satisfactory and this 
will be reflected in the accessory busi- 
ness. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 46 Reliable jacks, $2.65 each ; 
lots of 10, $2.55 each; Twin-cylinder foot 
pumps, $1.35 each.; doz. lots, $15; Simplex 
jacks, No. 36, $1.75 each; doz. lots, $1.60 
each ; Weed chains, single lots, 25 per cent 
discount ; doz. lots, 33 1/3 per cent discount; 
red inner tubes, 30 x 3%, $1.90 each; gray 
inner tubes, 30 x 3%, $1.35 each; Hercules 
giant plugs, 60c. each; Hercules junior 
plugs, 35¢c. each; Bethlehem spark plug, 
36c. each; Bethlehem spark plug, mica type, 
60c. each; Bethlehem spark plug, standard 
porcelain type, 58c.; Splitdorf plugs, 58c. 
each; lots of 100, 56c. each; Splitdorf plugs, 
special for Fords, 50c. each ; lots of 100, 48c. 
each; Champion X plugs, 45c. each; lots of 
100, 48c. each; Champion O piugs, 53c. each ; 
lots of 100, 50c. each; Ford fan belts, extra 
quality, 22¢c. each. 

Axes.—There is very little current 
business. Fall prices are quoted and 
orders for fall delivery are coming in 
good volume. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 lb.,, $11 base; double 
bitted, $16 doz. base; good quality black 
unhandled axes, same weight, single bitted, 
$10 base; single bitted handled axes, $11.75 
to $19 per doz., according to quality and to 
grade of handle. 

Bicycles and Tires.—These lines have 
felt the effect of the wet season and 
have not moved as fast as was ex- 
pected. However, business under such 
conditions has been very favorable, and 
once real weather is experienced the de- 
mand will be quite good. 

Binder Twine.—Orders are coming in 
fairly well and prices seem steady. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Sisal and standard, 10c. per Ib.; 
standard manila, lle. per lb.; 600 ft. man- 
ila, 12c. per lb.; 650 ft. manila, 12%c. per 
Ib.; pure manila, 13c. per Ib. 

Builders’ Hardware.—This line con- 
tinues to be active not only in this dis- 
trict, but in general. Retailers’ stocks 
are believed to be low and spring activi- 
ties have been responsible for some good 
business. While local jobbers do not 
as a rule get a large share of the large 
building contracts they report that gen- 
eral sales are quite healthy. 

Copper Rivets and Burrs.—The de- 
mand continues increasingly active, 
with no price changes announced. The 
present prices are just about on a pre- 
war basis. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Copper rivets and burrs, 50 per 
cent discount. 

Chains.—Improvement has been noted 
in all seasonable chains. Prices con- 
tinue at same levels. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. proof coil chains, $8 per 100 
Ib.; weldless coil chain, 50-10 per cent off 
list: No. 00, 4%4 electric welded cow ties, 
$2.65 per doz. 

Clipping and Shearing Machines.— 
Inquiries indicate considerable new 
business. 

We quote from jobbers stocks, f.o.b. Chi- 
cago: Stewart No. i ball bearing clipping 
machine, enclosed type, list $12.00, top 
plate $1.00, bottom plate $1.50. Trade dis- 
count, 25 per cent. 

Stewart No. 9 ball bearing shearing ma- 
chine, list $18.50, trade discount 25 per 
cent. 

Horse clipping attachment for shearing 
machine, list $7.50. Sheep shearing attach- 
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ments for clipping machine, list $11.50 and 
$13.00, trade discount 25 per cent. 


Cutlery.—Better grades of cutlery 
are still being specified. Demand re- 
mains steady. 


Eaves Trough and Conductor Pipe.— 
While higher prices have been expected 
there has been no change in this mar- 
ket. Sales are still showing increases 


We quote from jobbers’ stocks, f.o.b 
Chicago: 29 gage, 5-in. lap joint eave 
trough, $4.30 per 100 ft.; 29 gage, 3-in. cor 
rugated conductor pipe, $4.50 per 100 ft 
corrugated 3-in. conductor elbows, $1.55 doz 


Files.—Prices are steady and demand 
still showing some increase. 


We quote from jobbers’ stocks, f.o.} 
Chicago: American files, 70 per cent off list 
Nicholson _ files, 50-10-10 per cent off list 
Disston files, 50-10-10 per cent off list 
Black Diamend files, 50-10 per cent off list 

Flint Paper and Cloth.—There is no 
indication of change in the high prices 
and stocks are moving as well as could 
be expected. 

We quote from jobbers’ stocks, f.o.b 
Chicago: First quality flint paper, No. 6 
$4.25 per ream; first quality emery cloth 
No. 0, $25.50 per ream. 

Galvanized Ware.—The low prices 
quoted here are based on stocks bought 
before advances. Manufacturers are 
accepting business only at advances 
which range from 8 to 15 per cent 
higher than former levels. 


We quote from jobbers’ stocks, f.0.b 
Chieago: Galvanized tubs, Standard No. @ 
$4.40 per doz.; No. 1, 5 per doz.; No. 2 
$6.00 per doz.; No. 3, 7.00 per doz.; me 
dium grade heavy galvanized tubs, No 
1008S, $8.50 per doz.; No. 2008S, $9.50 per 
doz; No. 3008S, $10.50 per doz. 

Common galvanized pails, 8-qt., $1.65 pe: 
doz.; 10-qt., $1.85 per doz.; 12-qt., $2.00 per 
doz.; 14-qt., $2.30 per doz.; common gal 
vanized stock pails, 16-qt., $4.00 per doz 
18-qt., $4.75 per doz 


Glass and Putty.—Sales are still 
showing good booking both in city and 
country trade. 


We quote from jobbers’ stocks, f.o.b 
Chicago: Single strength A and _ “single 
strength B, up to 25-in. bracket, 86 per cent 
off. Single strength A and single strength 
B, over 25-in. bracket, 85 per cent off 
Double strength A, all brackets. 85 per cent 
off. Double strength B, all brackets, 87 
per cent off. »«Putty in 100-lb. kits, $3.65 
commercial putty, $3.60; glaziers’ points 
Nos. 1, 2 and 3, one doz. packages, 65¢ 

Hatchets.—Prices seem to be firm 
and cheaper grades are being consid- 
ered very favorably. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Size 2, extra quality broad 
hatchets, $16 doz.; Competitive grade, $12 
doz.; warranted shingling hatchets, $12 
doz. : Competitive forged shingling hatchets 
$8 doz 












No early price changes 
Improvement in sales 


Hammers. 
are expected. 
has been noted. 

We quote from jobbers’ stocks. f.o.b 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; Competitive forged nail 
hammers, $6 to $9 per doz.; cast steel ham- 
mers, $4 per doz. 

Hickory Handles.—Present prices 
are considered low and the line is en- 
jaying an unusually good sale. 

We quote from jobbers’ stocks, f.o.b 
Chicago: No. hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special white 
growth second hickory, $4.50 doz.; No. 1 
hatchet and hammer handles, 80c. doz. 
second growth hickory hatchet and ham- 
mer handles, $1.20 doz. 

Hose.—Hose is moving remarkably 
well this season in spite of the excessive 
amount of rain. 
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We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. molded reel hose, good 
quality, 13%c.; %-in. 3-ply good quality 


duck hose, 1344c.; %-in. 4-ply good qualit 
duck hose, 16c. vi F " di 


Ice Skates.—Salesmen are taking or- 
ders for future delivery. Prices show a 
decline of about 15 per cent. Shortage 
of stocks last year will probably result 
in placing orders early. 


We quote’ from jobbers’ stocks, f.o.b. 
Chicago: Key clamp rocker, men’s and boys’ 
bright finish. $.70 per pair; key clamp 
hockey, $1.03 per pair; half key clamp 
hockey ,women’s and girls’, $.96 per pair; 
half key clamp hockey, women’s and girls’, 
$1.26 per pair. 


Incubators.—There is still some de- 
mand for this line, as all orders could 
not be filled at the start of the season. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Queen line incubators, 35 per 
cent; brooder stoves, 30 per cent. 

Lawn Mowers and Grass Catchers.— 
The demand has been very good and 
seasonable weather will increase the re- 
tailers’ demand. Prices are unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 12-in., $5.20 each net; 14-in. 
$5.50 each net; 16-in., $5.85 each net; 18- 
in., $6.20 each net. Ball bearing lawn 
mowers, 4 blades, adjustable bearings, 8-in. 
drive wheel, finished in gold, aluminum and 
blue, 14-in., $7.50 each net; 16-in., $7.80 
each net; 10%-in. raised open drive wheel, 
4 tempered steel blades, reel 6-in. diameter, 
finished in aluminum, gold and green, red 
and gold striped, $9.50 each net. Same. 
16-in., $9.95 each net; same, 18-in., $10.45 
each net; 20-in., $11.15 each net. 

Grass catchers. wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers 16 to 20-in., $13.13 per doz. net. 

Nuts and Bolts.—Prices were in- 
creased this week. This is another ad- 
vance over the 5 per cent reported in 
the market two weeks ago. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 50-19 per 
cent off lists; small carriage bolts, 60-5 per 
cent off lists; large sized machine bolts, 
60-5 per cent off lists; small sized machine 
bolts, 60-10-5 per cent off lists; all stove 
bolts, 80 per cent off. lists; all lag screws, 
60-5 per cent off lists. 

Nails.—The market remains the same 
as last week and no advances have been 
put into effect by local distributors. 

We quote stocks, f.o.b. 
Chicago: $3 per keg 
base. 

Oil Stoves.—This line is reported to 
be moving in fair volume. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-burner. less shelf, $10.85 each; 
3-burner, less shelf, $14.25 each: 4-burner, 
less shelf. $18.00 each; 2-burner shelf, $3.50 


each; 3-burner shelf, $4.25 each; 4-burner 
shelf, $5.00 each. 


Paints and Oil.—Linseed oil advanced 
4 cents per gal. 


We quote from jobbers’ 
Chicago: 


from jobbers’ 
Common wire nails, 


stocks. f.o.b. 
Raw linseed oil, 1 to 4 barrels, 


Office of HARDWARE AGB, 
410 Unity Building. 
Boston, Apri] 22. 


LTOGETHER the past week was 

about as uneventful as experienced 
in many months. Business was inter- 
rupted by a holiday in Massachusetts 
on the 19th—the day they celebrate the 
race of the British in 1775 from Boston 
out to Concord and back. A holiday 


coming in the middle of the week usu- 
ally upsets everything, and this year 
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98c. per gal.; boiled linseed oil, 1 to 4 bbls., 
$1.00 per gal.; raw linseed oil, 5 bbls. or 
more, 94c. per gal.; boiled linseed oil, 5 
bbls. or more, 96c. per gal.; less 1 per cent 
10 days. Turpentine, $1.01 per gal. (in 
bbls). Denatured alcohol, in pblis., 42c. per 


gal. Strictly pure white lead, 100-lb. kegs, 
12%c. per lb.; 50-lb. kegs, 12%4c. per Ib. 
Dry paste in bbls., 6c. per lb. Pure white, 


shellac, 4-lb. goods in gal. cans, $4.75 per 
gal.; pure orange shellac, 4-lb. goods in 
gal. cans, $4.25 per gal. English venetian 
red, in bbls., $8.50 and $6.75 per cwt. 

Roller Skates.—Sales are keeping up 
the large volume reported for some 
weeks and factories have not yet caught 
up with orders. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates. 
$1.50 per pair; girls’ style, $1.60 per pair. 

Rope.—Orders continue for highest 
quality. Current orders are good and 
prices remain unchanged. 


We 
Chicago: 
standard brands, 


f.o.b. 
rope, 
Ib. ; 


guote from jobbers’ stocks, 
Highest quality manila 
17%c. to 18%ec. per 


No. 2 manila rope, 16c. to 16%4c. per Ib. 
base; so-called hardware grade manila 
rope, 1214c. lb.: No. 1 sisal rope, highest 
quality standard brands, 14%,c. to 15%%c. 
ner 'b. base: No. 2 sisal rope, standard 


brands, 13c. to 14c. per Ib. base. 

Sash Cord.—Demand is keeping up 
with builders’ hardware. Prices show 
no indication of change. ' 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.45 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 doz. hanks. 


Sash Weights.—Prices are considered 
favorable and building activities are 
bringing in nice orders. 


We quote from_ iobbers’ stocks. 
Chicago: Sash weights, per ton, $36. 


Screws.—No changes in local prices 
have been announced, although manu- 
facturers issued an advance some two 
weeks ago. Sales are good. 

We quote from iohbhers’ ctocks f.o.b. 
Chicago: Flat head bright screws, 85-12% 
per cent off list; round head blued, 85 per 
cent off list; flat head brass, 80-15 per cent 


off list; round head brass, 80-5 per cent off 
list; japanned, 80-5 per cent off list. 


Screen Doors.—Stocks have started 
to move in good volume. 


We quote from jobbers’ stocks. f.o.b. 
Chicago: Three panel %-in. 2-ft. 6-in. x 
6-ft. 6-in. plain doors, $18.40 ner doz.; 
four panel, %-in. 2-ft. 6-in. x 6-ft. 6-in. 
plain doors, $20 per doz.; five panel. 11%-in. 
2-ft. 6-in. x 6-ft. 6-in. plain doors, $21.65 
per doz.: four panel, 1%-in. 2-ft. 6-in. x 
6-ft. 6-in. fancy doors, $29.70 per doz. 

Steel Goods.—No price changes have 
been put into effect. Sales are good on 


these seasonable items. 

Stove Pipe and Elbows.—Prices are 
considered well liquidated and are likely 
to be higher. Advance sales for fall 
are brisk, with the better grades being 
specified. 


f.o.b. 


BOSTON 


proved no exception. Prior to the holi- 
day everybody was getting ready for 
it, and afterward everybody was try- 
ing to catch the swing once more. In 
addition, the market has been remark- 
ably free from important price changes, 
less so than one might suppose in view 
of the strength of steel mill and pig 
iron prices. 

Taken as a whole, however, April, 
from the business standpoint is satis- 
factory. Both jobbers and retail deal- 
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We quote from jobbers’ stocks, f.o.b, 
Chicago: 6-in., 31 gage, $8.75: 30 zage, 
$9.60; 28 gage, $11.85; 26 gage, $14.30; 


6-in. elbows, 30 gage, $1.15; 28 gage, $1.30: 


26 gage, $1.55 per doz. 

Solder and Babbitt Metal.—Sales 
volume is increasing and the market 
seems to be steady. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 5-50 solder, $22 per 
100 Ib.; medium 40-55 solder, $21 per 100 
Ib.; tinners’ 40-60 solder, $20 per 100 Ib; 
high speed babbitt metal, $18 per 100 Ib.; 
standard No. 4 babbitt metal, $7 per 100 Ib, 

Sledge and Eye Hammers.—Prices 
are relatively low and sales are increas- 


ingly good. 
We quote from jobbers’ stocks, f.o.b 
Chicago: Striking and B. 8. sledges, 5 to 16 


Ib., $8 per 100 Ib. 


Steel Sheets.—Sales are better and 
prices have not changed since the ad- 
vance of $3.00 per ton announced two 


weeks ago. 
We quote from jobbers’ stocks, f.o.b. 
Chicago: 28 gage galvanized sheets. $5.30 


per 100 Ib.; 28 gage black sheets, $4.30 per 
0 Ib. 


Sporting Goods.—There is little 
change in this market. Brisk business 
is the rule on ammunition. Future or- 
ders are being booked on arms. Fish- 
ing tackle and baseball goods are still 
running into big sales. 


Wire Goods.—Sales continue in good 
volume and no price changes have been 
announced locally. 


We quote from jobbers’ stocks, f.0o.b. 
Chicago: No. 8 black annealed wire, $2.85 
per 100 lb.; galvanized barb wire, $3.65 per 
100 Ib.; 12-mesh black painted wire cloth, 
$1.90 per 100 sq. ft.; poultry netting, 56 per 
cent off: galvanized after weaving, 61 per 
cent off; catch weight spool galvanized 
eattle wire, $3.65 per 100 lb.; 80 rod spool 
galvanized hog wire, $3.23 per spool; No. § 
galvanized plain wire, $3.35 per 100 Ib. 


Wheelbarrows.—Prices are consid- 
ered relatively low, and no further re- 
ductions are expected in the near fu- 
ture. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Tubular handle, all steel barrows. 
$6.50 each; Angle leg contractors’ barrows, 
$5.50 each; Angle leg garden barrows, $4.40 
each; Competitive steel tray barrows, $4.00 
each, 


Wrenches.—Sales continue to be 
above normal. 
We quote from jobbers’ stocks, f.0.b. 


Chicago: Agricultural wrenches, 60-10 per 
cent; engineers’ wrenches, 40 per cent 

Wringers.—Sales are holding up well. 
Prevailing quotations are 50 per cent 
off Lovell’s lists. 

Washing Machines.—Demand con- 
tinues quite active and good reports are 
being received from retailers’ sales. 


ers report sales, measured in dollars 
and cents, as slightly under those for 
the corresponding period last year, but 
in volume they are exceeding last year. 
That is because prices are lower than 
they were a year ago. This showing, 1n 
the face of serious labor disturbances 
in many of the New England cities and 
towns, is all the more remarkable, and 
in a large measure explains the better 
feeling evident in hardware circles. 
Retail dealers are beginning to move 
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large quantities of seed, garden tools 
and other seasonable merchandise, and 
this fact naturally is reflected in the 
shelf hardware jobbing field. Mill sup- 
ply houses, thanks to the growing ac- 
tivity among machine shops and to the 
growing activity in connection with the 
manufacture of radio outfits, are doing 
more business they they have before 
in about a year. The heavy hardware 
firms in Boston are encouraged by in- 
coming orders, but from other sections 
of New England, especially in the mill 
towns, business has slowed up some- 
what. 

Retail buying in general throughout 
New England is on the mend, which 
is taken by the leading banks as an 
indication that people have made up 
their minds that prices have gone as 
lew as they will for some time. The 
release of a large amount of cash in 
retail channels is bound to flow back to 
manufacturing establishments, and in 
the end will spell prosperity, The im- 
provement in retail buying is coming 
at just the right time. We are nearing 
a time of the year when people will stay 
less in their homes. They will get out 
into the open either to play or be amused 
in some manner. We are nearing a 
time when window displays are going 
to get better results for more and more 
people will see them. The more people 
move about, the more likely they are 
to spend the money saved thinking that 
perhaps they might be out of a job. For 
these reasons, it is reasonable to as- 
sume that the improved retail demand 
will continue to increase rather than 
decrease. 

Barbed Wire.—The barbed wire mar- 
ket is moderately active, all things con- 
sidered, but naturally sales are not 
as large as some of the jobbing houses 
would like to see. Prices at the mill 
are reported as very strong, but here 
they are said to be no more than 
steady. 

We quote from Boston jobbers’ stocks: 
Galvanized barbed wire, 80-rod reels, $4.19 
per reel, 2-ply twisted, 80-rod reels, $3.77; 
galvanized barbed wire, catch weight reels, 
$4.75 per cwt.; 2-ply twisted, catch weight 
reels, $4.76. 

For shipment from mill; galvanized 
barbed wire, four point, in car lots, $3.15 
per reel, in less than car lots, $3.40; 2-ply, 
in car lots, $3.15 per reel, in less than car 
lots, $3.40; 2-ply twisted, in car lots, $2.31 
per reel, in less than car lots, $2.48; 80-rod 
reels, in car lots, $2.67 per reel, in less than 
car lots, $2.96; all f.o.b. Pittsburgh. 

Staples, galvanized fence staples, 
store, $4.75 per 100 Ib. 

Barrows.—Retail hardware store buy- 
ing of all variety of barrows is of a 
hand-to-mouth character. Most of the 
retail trade, it appears, carried over 
sufficient stock to fill all requirements 
up to date. Where there have been 
orders placed with jobbing houses, re- 
tailers have cleaned up old goods. 
Prices at which some of the jobbers are 
offering barrows are very attractive. 

We quote from Boston jobbers’ stocks: 
From stock, garden barrows, standard 
makes, good quality, No. 4, $5.75 each; No. 
5, $6.10; from the factory, six or more, 
f.o.b, factory, No, 3, $5.25 each, No. 4, $5.25, 
No. 5, $5.50. 

Bolts and Nuts.—In a jobbing way, 
stove bolts are back to 75 and 10 per 
cent discount, contrasted with 80 per 


from 
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cent heretofore. Otherwise ‘prices on 
bolts and nuts remain unchanged, the 
wholesale trade here not as yet having 
been disposed to follow the marking 
up of quotations by the mills. The 
demand for all kinds of bolts and nuts 
is a long way from active, but it shows 
steady improvement each week, and job- 
bing stocks that six months or so ago 
were considered excessive are now down 
to a normal basis. This fact, coupled 
With the higher range of mill quota- 
tions, makes for much improvement in 


trade senilment. 

We quote from Boston jobbers’ stocks: 
Machine boits with H P nuts, % x 4-in., 
smaller and shorter cut threads, 60 and 5 
per cent discount; larger and longer, 60 


per cent discount; with C T D nuts, 50 and 
10 per cent discount; tap bolts, 25 per cent 
discount; add 10 per cent discount for hex- 
agon heads; common carriage bolts, 50 and 
lv per cent discount; stove bolts, 75 and 10 


per cent discount; bolt ends, 60 per cent 
discount; tire bolts, 6) per cent discount. 

Nuts, H P, all kinds, 3c. off list; C P C 
and T, all kinds, 3c. off list: semi-finished 
hexagon huts, 9/1l6-in, and smaller, 80 per 
cent discount; larger, 70 and 10 per cent 
discount; finished case hardened nuts, 70 
per cent discount; machine screws, nuts, 
iron, list: machine screws, nuts, brass, 


9 


25 per cent discount. 

Clippers.—The demand for clippers, 
especially the hair varieties, is run- 
ning along satisfactorily, say the job- 
In fact, this particular class of 
goods often is reported as one of the 
very brightest spots in jobbing cut- 
lery departments. The coming sum- 
mer naturally is one of the incentives 
tor retail dealers to lay in good stocks, 
for many people wear their hair short 
in hot weather, and where barber shops 
are not plentiful, some member of the 
family usually does the hair trimming. 
In addition sheep and horse clippers 
usually are in demand at this time of 
the year, and 1922 has proved no ex- 
ception, 


bers. 


We quote from Boston jobbers’ stocks: 
Hair Clippers. — Chicago flexible shaft, 
A-1, $1 each; Khedive, $1: Success, No. 1, 


$1.50; No. 0, $1.65; No. 00, $1.88; Capital, 
No_ 1, $2.35; No. 0, $2.50: Bay State; No. 1 
$2.75; Hilton, No. 00, $1.50. 

Horse Clippers. — Chicago Flexible Shaft, 
ball bearing, hand power machine, No. 1, 
$12 each. Discount 25 per cent. 

Sheep Clippers.—Chicago Flexible Shaft, 
power sheep shearing machines, $18.50 
each. Discount 25 per cent. 


Drills and Reamers.—The movement 
cf drills and reamers out of stock con- 
tinues to increase, and to-day is nearer 
the fairly active point than it has been 
before in more than a year. Jobbing 
prices show no weakness, but some of 
the manufacturers are freely reported 
as shading prices when sizable orders 
are involved. Small drills are more 
active than the large, presumably be- 
cause of the growing activity in the 
radio apparatus manufacturing field. 


We quote from Boston jobbers’ stocks: 

Drills.—Carbon, sizes up to 1%-in., ta- 
pered and straight shank, 65 and 5 per cent 
discount; bit stock drills. 69 and 5 per cent 
discount; center drills, 65 and 5 per cent 
discount; drills and countersinks combined. 
30 per cent discount; ratchet drills, 35 per 
cent discount; wood boring brace bits, 50 
per cent discount; high speed drills, 50 per 
cent discount; jobbers, letter and number 
sizes, 50 and 6 per cent discount. 

Reamers. — Bit stock. 30 per cent dis- 
eount: bright square and T S standard 
makes, 65 per cent discount; chucking, 25 
per cent discount; tapered pins, 40 per 
cent discount; escutcheon pins, 45 per cent 
discount; small fluted rose and socket 


reamers, 20 per cent discount 
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Files.—A majority of the local job- 
bers are now quoting Nicholson files at 
60 per cent discount, as compared with 
50 and 10 per cent a week back. This 
reduction is the first one reported in 
wholesale circles since the middle of 
March, when the American Swiss File 
& Tool Co., Elizabeth, N. J., made «. 
revision in its lists. There have been, 
however, many rumors of impending 
price changes going the rounds here, 
yet nobody appeared to have anything 
definite on the subject. The demand 
for files is better than it was during 
the latter part of March, yet it could 
be better, A good assortment is noted 
in all local jobbing establishments, but 
few excessive stocks are reported. 

We quote from Boston jobbers’ 

Files.—Nicholson and Black Diamond, 60 
and 10 per cent discount; Great Western 
Arcade, Kearney & Foote and American 


65, 10 and 5 per cent discount; X. F. 65, 


1? and 5 per cent discount. 


Rasps.—Heller, 75 per cent discount; Su- 
perior, etc., 80 per cent discount; Stokes, 
73 and 10 per cent discount 

Garden Shears.—Certain kinds of 
garden shears apparently are moving 
out of local stocks in normal manner, 
but the market for others is dragging 
somewhat. Retail dealers, on the other 
hand, believe trade in this class of mer- 
chandise is all that it should be, but 
most of them have sufficient stock on 
hand to meet going requirements. 


stocks 


We quote from Boston jobbers’ stocks 


Hedge shears.—Mahogany handles, cop- 


per ferrule, blades not notched. No. 6, $1 
each; No. 7, $1.25; No. 9, $1.55; notched, 
No. 1, $1.65, 


Grass shears.—Popular makes, $3.12 to $% 
per dozen, according to quality. 
shears.—True Vermonter brand, 
015K, 5%-in., $10.50 per doz.; No. 057E, 


5%-in., $13 per doz. 

Pruning shears.—- Seymour Smith line. 
No. 0, $4.50 per doz.; No, 23, $6; No. 21, $8 
No. 30. $8; No. 65, $7.65; No. 40, $14.65; No 
290, $23.35. French wheel shears, 8-in., $14 
per dozen; 9-in, $21. McKinney line, No 
1, $36 per dozen in dozen lots; No, 2, $48. 

Glassware.—At the moment there 
appears to be quite a run on glass 
mixing bowls that job out at around 
68 cents per set in barrel lots, and at 
around 80 cents in less than barrel lots. 
Twenty sets of five pieces each, or 100 


pieces in all, come in a barrel. 


Hose.—The slight improvement in the 
demand for rubber hose that developed 
early in the month has -held well. As 
a matter of fact, some of the jobbers 
feel a real selling movement is in the 
process o1 development. It is said here 
that retail stocks are down to small 
proportions, and dealers sooner or later 
will be obliged to buy freer, if custom- 
ers’ wants are to be recognized, Of 
lete there has been a firmer undertone 
to prices for raw materials going into 
the manufacture of rubber hose, which 
leads many jobbing firms to believe that 
the market has little likelihood of going 
any lower. 


We auote from Boston jobbers’ stocks 
Rubber hose, 5-ply, Pointer, %-in. 8%c 
Leader, %-in., 9c.; %-in.. 91%4c.; Olympic, 
(wire wound) %-in.. 10c.: Good Luck, %%-in., 
lle.; Vigo, 10c.; Milo, %-in., 12%c.: Bull 
Dog, 7-ply, %-in., 14c. In 25-ft. lengths 
add %c. per foot to above prices. 


Iron and Steel.—Aside from a general 
marking down of cold rolled steel from 
$3.30 to $3.80, to $3 to $3,50 per 100 Ib., 
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Iron and Soft Steel Bars Bowe Annealed—Black Tin Pilates Babbitt Metal 
and Shapes Soft Steel Bright Tin Best grade, per Ib...........75¢ 
Bare: Per Ib. ©. R., Blued Stove DW No Crete Commercial grade, per Ib.....35¢ 
Refined Iron, base price.. 2.88¢ Op Se. Hipe Gost Charcoal Grade D, per Ib......-+...... 25¢ 
Swedish Bars, base price. .10.00¢ Nos. 18 to 20..3.80 to 4.05@..... 14x20 14x20 Antimony 
Soft steel bars, base price.. 2.38¢ Nos. 22 and 24.3.85 to 4.10@4.25¢ IO ..cecees $10.00 $ 8.50 Bebe eit ga aces cee 6.25 @6.75¢ 
ee ere 3.90 to 4.15@4.30¢ > SPrrer ey 11.50 10,00 
Hoops (base price) ....3.28@3.88 No, 28 .......- 4.00 to 4.25@4.40¢ WE cenk ven 13.00 11.25 Aluminum 
ee eee 4.25 to 4.50@.... TRS, cosscves 14,25 12.50 No. 1 aluminum (guaranteea 
Segmp qué Gheanae, Angee No, 28 and lighter, 36 in. wide, IXXXX ........ 16.00 14,00 over 99 per cent pure), in 
10¢ higher. gd for ar Heg! Der 
A » pA Pov toees i, 2.48¢ COE IRA os coccccccccs s MOTE 
Schadces Parcabene vee @eteeniess or aim inate 
Channels, Angles and Tees NO. 14 woe eeeeeeeeeee 4.10@4.85¢ ol COE $6.05 §$ 5.80 Old Metals 
under 8 in. x % in...... eed. ere 4.25@4.50¢ EO 6.15 5.90 
Nos. 18 and 20........ 4.40@4.65¢ 100 Ib. ......... 6.25 | |e. 2 
Merchant Steel Nos. 22 and 24........ 4.55 @4.80¢ De cesnaess” Ge 6.15 ing prices are nominally as follows: 
Per lb. ye EO Ae 4.70@4.95¢ TK ceocescee TAO 7.15 Coam 
Tire, 1% x % in. and larger 2.40 DOORN. sé scuwecses-e oe 4.85@5.10¢ TAX wccccere 8.40 8.15 Per Ib. 
Smooth finish, 1 x 2% PG Ee sccrcosebasyee 5.00@5.25¢ SRE tsescses 9.40 9.15 Copper, heavy and crucible. .$10.75 
x \% in. and larger...... 2.60¢ ee Mee Vero 5.50@5.75¢ oo 2 o GPP rrrrry 10.40 10.15 Copper, heavy and wire.... 10,00 
No. 28 and lighter, 36 in. wide, 20¢ Copper, light and bottoms... 8.25 
a , 
~~ -* ee dee 8.20¢ higher. Terne Plates Brass, Davy .....0s00.:. 5.25 
ld-rolled stri 8-lb. Ooating 14 # 20 Benes, HGR .ncccccccccess 4.50 
Orand quarter hard) 6.25¢ to 7.25¢ ental tanied RE cs teaacneds cesees$°7.00 | Heavy machine composition... 7.75 
. Base Price* on No. 9 gage and OS ck sveeus iiceean sie eek eee 7.25 No. 1 yellow brass turnings. 5,25 
mde tT coarser: 3 a eet 7.50 No. 1 red brass or composi. 
Bright Basic ......... 3.50@3.75¢ Pivedeor Beeck .ccsccccvccse 9.00 Ce TEED ac ccecccese 6.75 
f jw Stock: 
a Ypetepreceonee ll 8.85¢ Annealed Soft ........ 3.50@3.75¢ tend, hewry ...... ar ae 
Galvanized Annealed ..4.25@4.50¢ Tin BAR GR iwc c. cétccccs.. CH 
Squares, fate eae... 3.85¢ Copper Basic ........ 4,00@4.25¢ iia ca a n= Ee ee ee ee coe. O00 
a Tinned Soft Bessemer .5.50@5.75¢ are %e¢ e 
“sy — one. ' ase 12.00¢ BRE 68.c:06c6 880 C Rone cKdwd 40@44¢ Welded Pipe 
Cer et: ae ‘ Brass Sheet, Rod, Tube and 
Best cast steel............ 17.00¢ Wire Copper Standard—Steel 
Mxtra best cast steel....... 22.00¢ Sa RE casey esti nn dnviee 15¢ Bik. Gel 
High Brass Sheet..... 16% @16%¢ Electrolytic ...........e0.- 14%¢ WR NE i sdicacccs —56 —40 
High Brass Wire..... 16% @17¢ CMA ep crcercsneiaial cn 14%¢ ee Tee —61 —47 
Tank Plate—Steel WE TD: axes arerte 14 @14\%4¢ % in, Butt.........+.. —-63 —49 
Per lb Brass Tube, Brazed...26 @27T%¢ Spelter and Sheet Zinc 3%4-6 in, Lap........+-+ —60 —46 
% in. and heavier.......... 2.48¢ Brass Tube, Seamless..18%@19 ¢ Western spelter ..........6%@7¢ % im, Tap..cccscccees —56 —34 
Copper Tube, Seamless......20%¢ Sheet sinc, No. 9 base, casks, 9/12 in. Lap.....+.... —55 —83 
9¢ open 9%4¢ 
Sheets Gepper shecew Wrought ae nF 
Blue Annealed Lead and Solder . Gal. 
Su @s0Ke a ene = American pig lead.... 64%@6%¢ % te, Beeccccccccne —30 —13 
i BBs i veievarens -8.28@3.53¢ Cold rolled. 14 os. and heavier, Bar 1A .o0scs veneeeens 71@7%¢ 1-1% in, Butt........ —82 —18 
NO, 12....- 00s eeeeee 3.33 @3.58¢ 2¢ per Ib. advance over hot rolled. Solder % and % guaranteed. ..23¢ 2 im, Lap..ccseeeeeess 27 —10 
No. 14......--. 5000s 3.38 @3.63¢ a, SOet Sisson cian 21%¢ 2%-6 in, Lap......... —80 —15 
No. 16.......0eeeeees 3.48 @3.73¢ *Regular extras for lighter gages. ee rere 18¢ TSS. te: BODecccccas.. —23 —7 
prices for iron and steel remain as to lawn mowers, which possibly ac- vance, Jobbers in quite a few instances 


heretofore. Prices for cold rolled have 
been moved up and down within the 
range mentioned several times during 
the last two or three weeks until buy- 
ers did not know just what the market 
was going to be the next day. At the 
moment, prices appear to have settled 
down to the $3 to $3.50 basis, with 
little likelihood of another change until 
something new is announced by the 
mills. The demand for iron and steel 
in general is only fair, at best. Here- 
tofore a slight gain in the movement 
out of stock was reported, but this week 
sales are no more than holding their 
own, The demand for bars is down to 
unusually small proportions. 

We quote from Boston jcbbers’ stocks: 

lron.—Refined, $2.40% per-100 Ib. base: 


best refined iron, $4.25; Wayne iron, $5.50: 
Norway iron. $5.50. 

Steel.—Soft steel bars, $2.40% per 100 Ib. 
base; flats, $3.05%; concrete bars, plain, 
stock lengths, $2.55%4; angles, channels and 
beams, $2.40%; tire steel, $3.35 to $4.25; 
open-hearth spring steel, $4 and $550: 
steel bands. $290 to $3.53: steel hoops, 
$3.31%: cold rolled steel, $3.30 to $3.80: 
toe calk steel, $5. 


Lawn Mowers.—Plenty of rain min- 
gled with warm sunshine has worked 
wonders with lawns in this territory. 
Thoughts of many people have turned 


counts for the better movement out of 
lecal stocks reported by the Boston 
jobbing trade. Retail supplies, gener- 
ally speaking, are of small proportions, 
and many people, who have been mak- 
ing the old mower do for several years, 
in 1922 will have to invest in a new 
ene. Based on these conditions, the 
jobbers here anticipate a good turn- 
over this season, both by themselves 
and the retail trade. 

We quote from Boston jobbers’ stocks: 

Lawn mowers, low grade, 14-in., $5.50 
each; 16-in., $5.75; 18-in., $6.25. Medium- 
erade, ball bearings, 16-in., $8 each; 18-in., 
$8.38. High grades, ball bearing, five-blade, 
14-in., $12; 16-'n., $13; 18-in., $14, 20-in. 
$15. 

Nails.—The anticipated advance in 
wire nails has not materialized. Local 
jobbers, for the time being, at least, 
are disregarding high prices named by 
the mills. The demand for nails is mod- 
erately good, and local stocks are in 
fairly good condition. The attitude to- 
ward prices unquestionably would 
change over night were one of the New 
England producers inclined to mark 
up quotations. As it is, nothing issued 
in the way of a statement by officials 
of this company even suggests an ad- 


note a better call for cut nails. 


We qucte from Boston jobbers’ stocks: 
Wire nails, per keg from the store, $3.25 
base, f.o.b. Boston; direct from mill ship- 
ments, in car lots, $2.50 per keg base: 
in less than car lots, $2.75 per keg base; 
eut nails, $3.90 per keg base; galvanized 
cut nails, $7.50 base. Cement coated nails 
$2.75 per keg base. 

Nail Pullers—A New York manufac- 
turer of nail pullers, saw sets, box 
openers, punches, etc., has issued new 
lists to Boston jobbers, which show no 
change in the discounts, but declines in 
some of the items listed. For instance, 
nail pullers heretofore quoted at $42 
lists are now $30, and No. 1 saw sets 


that were $24 are $21. 


Radio Supplies—The demand for 
sheet brass and aluminum and bakelite 
is far in excess of expectations, due to 
the activity of young America in the 
manufacture of radio apparatus. Job- 
bers say it is practically impossible to 
keep brass sheets in sizes wanted, while 
stocks of alumnum have been broken 
wide open, and the best the manufac- 
turer will give is five weeks’ delivery. 
Stocks of bakelite are shattered. Brass 
sheets are selling at 17% cents a pound 
in 100 lb. lots, aluminum at 60 cents 4 
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pound in small lots and from 60 cents 
down on large, according to the size 
of the order, Bakelite sells for $2 a 
pound flat. Copper tinned wire, in 100 
and 200 ft. coils, selling in a jobbing 
way at 1 cent a foot, is in keen de- 
mand, as are other kinds of wire. Brass 
threaded rods sell freely, and more 
brass cap nuts and brass machine 
screws have been sold in Boston so far 
this month than during the whole of 
1921. It is quite difficult to get some 
sizes of the latter. 

Razor Strops.—Certain makers of 
razor strops are out with new prices 
that show varying reductions, which on 
the average amount to 10 to 12 per 
cent. The new prices bring jobbing 
quotations on double leather and can- 
vass varieties down to $4 to $15 a dozen, 
and on double all leather down to $9.75 
to $22.50, while varieties that job out 
at $1 to $3.50 each take the usual dis- 
count of 50 per cent. 


Screens and Screen Doors.—Within 
the last few days an improved demand 
for screens has been noted. The indi- 
vidual order concerns small amounts of 
merchandise, but sufficient orders have 
come to hand to make a fairly good 
showing in the aggregate. Those re- 
tail dealers we have talked with of 
late, who have not covered their screen 
and screen door requirements, do not 
seem to anticipate lower prices, but say 
they intend to wait and see how the 
demand is going to open up this season 
and then order such numbers as will 
be needed. This attitude toward other 
classes of merchandise also is noted. 


Office of HARDWARD AGB, 
1002 Park Building, 
Pittsburgh, April 24 

HE soft coal miners’ strike is still 

making itself felt in the steel trade, 
mostly by restriction of output and also 
by causing advances in prices. At this 
writing, the strike looks better from 
the standpoint of the coal operators, as 
late last week there was a decided break 
in the ranks of a large number of 
non-union coal miners in the Connells- 
ville coal region who had gone out on 
a sympathetic strike with the union 
miners. Several hundred miners re- 
turned to work, and further deflations 
in the ranks of the non-union miners 
who have gone out are expected this 
week, 

Due to the shortage of coal at some 
stee] plants affected by the strike, there 
has been a slight. decrease in opera- 
tions, and at the present time the Steel 
Corp. is operating its’ various plants 
about 73 to 75 per cent of capacity, and 
the independent steel companies about 
68 to 70 per cent. The restriction in 
output and in operations has been 
caused nearly entirely by the non-union 
miners going out on sympathetic strike, 
rather than by the strike of the union 
miners. Nearly all of the coal plants 
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Screws.—A few of the local jobbers 
have marked up prices on machine 
screws 10 per cent, but this practice is 
not general. In fact, there appears to 
be some doubt in the minds of certain 
jobbing houses about making an ad- 
vance. When pressed for a reason for 
this attitude it is stated that the de- 
mand for the first time in many months 
is beginning to expand, and a jacking- 
up of prices possibly might shut off the 
buying. Cap and set screws are sell- 
ing better than anything on the list. 
The market for wood screws is by no 
means as satisfactory as the trade 
would like to see, but late business has 
been of sufficient proportions to lend 
considerable encouragement as to pros- 
pects. 

We quote from Boston jobbers’ stocks: 

Wood Screws.—Iron, bright, flat, 82% and 
20 per cent discount print; flat head blued, 
82%, and 20 plus 5 per cent discount: 
round head blued, 80 and 20 per cent dis- 
count; flat head brass, 77% and 20 per cent 
discount; round head brass, 75 and 20 per 
cent discount; flat head galvanized, 67% 
and 20 per cent discount; round head 
nickel, 70 and 20 per cent discount. 

Machine Screws, etc.—Coach screws, 50 
and 10 per cent discount; set screws, in- 
cluding headless, 75 and 10 per cent dis- 
count; cap screws, square and hexagon, 
75 per cent discount; fillister, 40 and 19 
per cent discount; flat 30 per cent discount; 


button head, 20 per cent discount; lag 
screws, 50 per cent discount iron machine 
screws, flat and round head, 70 per cent 
discount; fillister, 45 per cent discount; 


flat and round head brass, 40 per cent dis- 
count; fillister, 35 per cent discount. 


Sheets.—Local jobbing prices on 
sheets have been advanced 15 cents per 
100 Ib., and the market is reported as 
firm on its new basis. The demand for 
sheets holds remarkably well. In fact, 
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of the Steel Corp. and also many of 
those owned by independent steel com- 
panies are operated by non-union min- 
ers, The opinion is pretty general, now 
that the strike is underway, that the 
coal operators should carry it through 
to a finish, and this will likely be done. 

Another result of the strike has been 
that jobbers and steel consumers, fear- 
ing there may be a shortage in the sup- 
ply of steel, are trying to buy ahead, 
but the steel mills with a famine in the 
supply of coal as a possibility ahead 
of them, are not disposed to sell very 
far ahead, not knowing how much their 
output may be restricted, should the 
strike last for any considerable time. 
The market has turned entirely in fa- 
vor of sellers, and they are very careful 
in taking on new orders. 

Actual advances in prices during the 
week have been about $1 to $2 per 
ton on pig iron in all markets, the same 
on billets and sheet bars, and about $1 
per ton on some lines of finished steel 
products. 

Heavy sales of pig iron have been 
made during the past week, especially 
in foundry iron, some foundries being 
willing to buy as far ahead as the fur- 
naces will sell them. One railroad, 
whose terminals are in Chicago, bought 
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the sheet market is, with the possible 
exception of structural steel, the most 
active in which the heavy hardware 
trade is concerned. Local stocks are 
in fairly good condition, although here 
and there one notes depletion on cer- 
tain kinds. 

We quote from Boston jobbers’ stocks 
Sheets, No. 10 blue annealed, $3.63 per 100 
Ib.; No. 28, black, $4.65; No. 28 galvanized, 
$5.65. 

Shovels.—The Ames line of Massa- 
chusetts snow shovels have been re- 
duced to $7 for the long handled va- 
rieties and to $7.35 for the D-handled. 
Early in January prices were marked 
up $2, and at the time jobbers under- 
stood that prices would not be changed 
for a long time. The reduction, there- 
fore came somewhat as a surprise, and 
will be welcomed by the retail hard- 
ware trade. The reduction, according 
to the jobbers, was made possible by 
the readjustment in prices for raw 
materials. 

Wrenches.—Activity in this branch 
of the hardware business appears to 
be confined to drop-forged varieties, fo 
which there is an excellent demand from 
those retail hardware dealers who make 
a specialty of automobile accessories. 


Regular lines of wrenches are only fair- 
ly active in spots, but stocks are far 
from excessive, both as regard jobbing 


and retail houses; consequently, with 
steel prices on the mend, a general im- 
provement in the wrench market is an- 
ticipated sooner or later. 

We quote from Boston jobbers’ stocks 
Drop forged wrenches, 40 per cent discount: 
agricultural wrenches, 60 and 10 per cent 
discount 


12,000 tons of iron in the past week, 
and a large foundry bought close to 
15,000 tons of malleable iron. 

As an indication of the heavy buying 
of the railroads in the past two months, 
we can state fhat already this year 
there have been sold over 75,000 cars, 
more than were sold over all of last 
year. Heavy orders are yet to be 
placed by the railroads, and the car 
shops are busier now than-at any time 
in more than two years. During the 
past week, the two leading locomotive 
builders took orders for nearly 200 lo- 
comotives, and this will exceed 200 
before the first of May. 

Among the larger hardware jobbers, 
there is a feeling of apprehension as to 
whether they will get prompt shipments 
on their orders, several of the larger 
steel companies now being somewhat 
behind in their shipments. This will 
affect the manufacturers of the smaller 
lines of hardware, and in wire cloth, 
poultry netting, field fence and other 
lighter products, as the mills will not 
be able to give them quick delivery, 
should the coal strike last for any time. 

The fine weather of the past three 
weeks has increased the demand for 
seasonable hardware, and jobbers and 
retailers report they are doing more 
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business. Few price changes in hard- 
ware are being made, and most of these 
are reductions. It is still claimed that 
on some lines of hardware, prices are 
out of line, but these are slowly being 
adjusted to the proper basis. With the 
coal strike out of the way, it is be- 
lieved that both retail and wholesale 
business would go along in good shape. 

Collections are reported to have been 
better during the past week. 


Automobile Accessories —The good 
weather of the past three weeks has 
increased the demand for accessories 
to some extent. Several leading mak- 
ers of brake linings have reduced prices 
about 10 per cent in the past week. The 
recent reduction in prices on Franklin 
cars has disturbed the market to some 
extent, and it is said that reductions 
are to be made on other leading cars 
not later than May 1. The demand for 
bumpers is reported fairly active, 


We quote from jobbers’ stocks, f.o.b. 
Pittsburgh, as follows: Miller Falls No. 
145 jacks, $4.75. Reliable jacks, No, 1, 
$2.33; No. 2, $3.33, in lots of 12; Derf 


spark plugs, ‘96c, each for all sizes in lots 
less than 50; Champion X spark plugs, 45c. 
each for less than 100 and 43c. each for 
over 100; Champion regular, 53c. each for 
less than 190, all sizes 50c. each for over 
100. 

Axes.—At least one leading maker 
of axes has announced a reduction of 
about 5 per cent on its full line of axes. 
Whether this same action will be taken 
by other makers is not known at this 
time. The demand is quiet, and only 
for small lots. The retail trade does 
not seem disposed to buy ahead at this 
time. 

Local jobbers quote popular makes of 
axes as follows: Red Warrior, handled, 
single bitted, 344 to 4% Ib., $14.75 per doz. ; 
t Ib. to 5 Ib., $15.25 per doz.; Red Warrior, 
.double bitted, handled, 3% Ib. to 4% Ib., 
$19.75 per doz.: 4 Ib. to 5 Ib., $20.25 per 
doz.: Red Warrior, unhandled, single bitted. 
3% Ib. to 4% lb., $11.50 per doz.: 4 Ib. to 
5 Ib., $12 per doz.; Red Warrior, unhan- 


dled, double bitted, 3% to 4% Ib.. $16.50 
per doz.; 4 Ib, to 5 Ib., $17.50 per doz. 


Bolts and Nuts.—Recently Cleveland 
makers of nuts and bolts made an av- 
erage advance of about 10: per cent in 
prices, and this action has been fol- 
lowed by local makers. The demand is 
reported as being better than for some 
time, and local makers say the higher 
prices for steel bars are the reason 
for the advance in prices on nuts and 
bolts, which they claim have been too 
low for some time. The advance in 
prices went into effect on April 15, the 
new discounts in large lots now being 
as follows: 


Machine bolts, small, rolled threads, 65, 
10, 10 and 5 per cent off list; Machine bolts, 
small, cut threads, 65,.10 and 5 per cent off 
list; Machine bolts, larger and longer, 65, 
10 and 5 per cent off list; Carriage bolts, 
3% x 6 in.: Smaller and shorter. rolled 
threads, 65, 10 and 5 per cent off list; Cut 
threads. 65 and 5 per cent off list; Longer 
and larger. sizes, 65 and 5 per cent off list; 
Lag bolts, 65. 10 and 10 per cent off list: 
Plow bolts, Nos. 1, 2 and 2 heads, 60 and 
19 to 60 per cent off list: Other style heads. 
20 per cent extra: Machine bolts, c.p.c. and 
t. nuts, % x-4 in; Smaller and shorter, 65 
per cent off.list:. Larger and longer sizes, 
65 per cent off list: Hot pressed square or 
hex. blank nuts, $5.25.off list: Hot pressed 
nuts, tapped, $5.25 off list: C,p.c., and t. 
sq. or hex. nuts, blank. $5.00 off list: C.p.c. 
and t. sa. or hexi nuts,. tapped. $5.00 off 
list; Semi-finished hex nuts: 3 ,-in,..and 
smaller, U. S 8., 80,10 and 10 per cent off 
list: Small‘ sizés; 8S. A. E., 80 and 3 tens 
to 80 and 2% tens per cent off list: % in. 
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to 2 in. inclusive, U, 8. S., 80 per cent off 
list; Stove bolts in packages, 80, 10, 10 and 
5 per cent off list; Stove bolts in bulk, 80, 
10, 10, 5 ana 2% per cent off list; Tire bolts, 
65, 10 and 5 per cent off list; Track bolts in 
carloads, 3c. to 3.50c. base; Track bolts, 
less than 200 kegs, 3.50c. to 4c. extra. 


Copper Products.—The new demand 
for copper products is more active, but 
prices on most products are slightly 
lower. For some time C. G, Hussey & 
Co. were operating their brass and 
copper rolling mills only five days per 
week, but are now working six days 
per week, and have a good deal of busi- 
ness booked ahead. We have revised 
prices to a lower basis and now quote: 


Copper conductor pipe, 50 and 10 per cent 
off list; Copper elbows, 20 to 25 per cent off 
list; Copper nails, 23%c. per Ib.; Ferrules, 
60 per cent off list; Sheet copper, ° 
half extras; Copper rods, 18%c. base, half 
extras; Copper bottoms, 27%c., half extras. 


Builders’ Hardware.—There is more 
activity in the local market in builders’ 
hardware than any time for two or 
three years. There is a building boom 
on in Pittsburgh, and it is claimed that 
some contractors, having large jobs, are 
unable to get enough men and are in 
some cases paying a bonus to carpen- 
ters, plasterers and others of $1 per 
day over the regular wage scales. The 
demand for all kinds of building mate- 
rial is active and prices are ruling 
very firm. 

Bulbs.—Several makers of incandes- 
cent bulbs have announced an average 
reduction in prices of 5 to 10 per cent. 
Jobbers have passed along the reduc- 
tion to their trade, retail prices having 
been reduced about 5 cents per lamp. 


Field Fence.—Jobbers report a very 
heavy demand for field fence, stating 
they are unable to keep their stocks 
complete, the makers being from three 
to four weeks back in shipment on their 
orders. Prices are very firm, and if 
the coal strike should last for some 
time, there may be a famine in the 
supply of field fence. 


Local jobbers continue to quote field fence 
at 68 per cent off in carload lots, and 66 
per cent off list in lots less than 1,000 rods, 
f.o.b, Pittsburgh. 


Iron and Steel Bars._—Due largely to 
the coal strike and also to the better 
demand, some mills that roll steel bars 
are now quoting 1.60 cents at mill, and 
say they will not shade this price. Job- 
bers and large consumers covered ahead 
for some time before prices were ad- 
vanced and are taking out their con- 
tracts for bars as fast as the mills can 
ship. The demand for reinforcing bars 
is more active now than at any time 
in three or four years. 


Local jobbers have advanced their prices 
and. now quote steel bars rolled from billets 
at 1.60c. to 1.70c.; reinforcing bars rolled 
from billets, 1.60c. to 1.70c. base; re- 
inforcing. bars rolled from old steel rails, 
1.50c. to 1,60c., and refined iron bars, 2c. to 
2.25¢c., the higher prices being for large lots 
and the lower prices for small lots. 


Lawn Mowers.—The song of the busy 
lawn mower is now heard all over the 
land, dealers saying their sales of mow- 
ers during the past two weeks have 
been quite heavy. Prices are holding 
firm. 


Jobbers are quoting the cheaper grades 
of competition lawn mowers as _ follows: 
12+in., $5; 14-in.. $5.50; 16-in., $6. Prices 
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on high wheel ball bearing lawn mowers are 
quoted as follows: 15-in., $9; 16-in., §9, ang 
18-in., $9.50 each. 

Metals.—All kinds of metals used jp 
making radio sets are very active jp 
demand, these including copper and 
brass sheets, copper rods and other 
metals, The local demand for radio 
sets is enormously heavy, some of the 
parts used in sets being hard to obtain 
promptly. The Westinghouse Electric 
& Manufacturing Co. reports it is far 
behind in delivery of radio sets, and 
this is true also of General Electric and 
other makers. Local hardware stores 
are slow to take on radio sets, and 
most of the local business so far igs 
going to the electrical dealers. 


Sash Weights.—The local building 
boom is creating quite an active de. 
mand for sash weights. Local jobbers 
quote from stocks at about $18.50 to 
$19.00 per 100-lb. 


Sheets.—The present demand for all 
grades of sheets is very active, both 
the independent mills and the American 
Sheet & Tin Plate Co. having no trouble 
whatever in getting the advanced prices 
that went into effect on April 1, In- 
quiries are now in the market for large 
lots of sheets for delivery in the third 
and last quarters of this year, but as 
a rule the mills are not disposed to sell 
so far ahead, owing to the uncertainty 
of operations on account of the coal 
strike. 


Blue annealed sheets, 2.75c. to 3c.; No. 28 
gage Bessemer black sheets, 3.25c, to 3.5 
and No. 28 gage galvanized, 4.25c. to 4 50c. 
in small lots from store. Prices quoted 
depend largely on the size of the order. 


Shovels.—F ull details about the re- 
cent reduction of $2.50 per doz. in prices 
on all grades of shovels were given 
in our report of last week. Local job- 
bers say the new demand is only fair, 
and they are not making any reduc- 
tions in their prices, as they did not 
make any advance when the makers 
put up prices on Dec. 30 of last year. 

Prices on No. 2 fourth grade shovels are 


now $7.41 per doz. and on the same grade 
of polished shovels, $8.41 per doz. 


Wire Products.—The demand for wire 
nails and wire of all kinds is very 
active. Jobbers are anxious to cover 
ahead as far as they can, in view of 
a possible shortage in the supply later 
on, due to the coal strike. The mills 
are well filled up for some time ahead, 
and are cautious in taking on more 
new orders. Prices are very firm and 
are likely to be higher if the coal strike 
should be prolonged. 


Jobbers quote from stock, f.o.b. Pitts 
burgh, as follows: Wire nails, $2.65 base 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over this price of $1.25, 
and shorter than 1 in., $1.75; bright Bes- 
semer and basic wire. $259 per 100 Ib.: 
annealed fence wire, Nos. 6 to 9, $2.50; # 
vanized wire, $3; galvanized barbed wire, 
$3.25; galvanized fence staples, $2.25: 
painted barbed wire, $2.75; polished fence 
staples. $1.75: cement coated nails, per 
count keg, $2.25 to $2.35: these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per. cent off list for carload lots, 67 
to 69% per cent for 1000-rod lots, and_64 to 
68% per cent for small lots, f.o.b. Pitts- 
burgh. ’ 
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Office of HARDWARE AGE, 
604 Mercantile Library Building, 
Cincinnati, April 22. 


re arene goods are moving in 
large volume, and orders are com- 
ing in for fall delivery, the result be- 
ing that the hardware trade at the 
present time is exceedingly busy. In 
fact, some jobbers report that it has 
been necessary for them to work at 
night to get goods ready for shipment, 
so insistent has been the demand. From 
all branches of the trade reports state 
that business is immeasurably better, 
and everybody seems convinced that it 
is a permanent proposition, and not a 
temporary flurry as has been the case 
in recent months, 

One of the gratifying features of 
the trade situation is the stability of 
prices, as shown by the fact that local 
jobbers have made few changes in quo- 
tations during the past two weeks. 
Salesmen calling on the trade are prac- 
tically a unit in declaring that prices 
have about reached the low point, and 
manufacturers in many cases are guar- 
anteeing their goods against decline for 
various periods, the greater number of 
them until July 1. 

Shortage of merchandise is develop- 
ing in some cases. This is apparently 
caused by the fact that manufacturers 
have been running on hand to mouth 
orders for many months and have not 
built up a reserve stock, with the result 
that improving business conditions 
found a shortage of goods, which will 
not be relieved until factories can be 
put into production again. As a con- 
sequence jobbers’ stocks are now at a 
low point in many items, and in several 
cases resort has been had to the allot- 
ment of goods in order to take care of 
the trade as well as possible. 

The radio industry bids fair to be 
a profitable adjunct of the hardware 
trade. A local jobber reports that small 
sized bolts, nuts and screws are in big 
demand, and while he had carried some 
of these items in stock for over two 
years, radio apparatus manufacturers 
made such inroads into it that to-day 
his shelves are entirely bare of sev- 
eral sizes, and prospects are that it 
will be four or five weeks before he 
can replenish this stock. 

Jobbers of factory supplies report 
that manufacturing activities are im- 
proving steadily, judged by their sales, 
and the tendency on the part of pur- 
chasing agents is to increase the size 
of their orders. In fact, March was 
the best month since the latter part of 
1920, and thus far in April some supply 
houses report a 25 per cent increase 
over the same period last month. 

Alarm Clocks.—Jobbers report a fair 
demand for alarm clocks, with some 
price readjustments having recently 
been made. Stocks are in fair shape 
to meet all needs. 

Automobile Accessories.—One jobber 
reports that the accessory business to 
date this year is fully 25 per cent bet- 
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ter than it was at this time a year 
ago. He believes that much of the 
business which should have been done 
last year is now being placed, citing 
as an instance the tremendous sales of 
replacement parts during the past few 
weeks. Replacement fenders for Ford 
cars, which were recently substantially 
reduced in price, are moving in heavy 
volume, indicating that owners are go- 
ing to make the old bus do another 
year. However, the car dealers report 
that sales of new cars are extremely 
gratifying, and one local dealer recent- 
ly received a solid trainload from a 
Michigan manufacturer for delivery to 


Te 


March Sets Building Record 


March was the biggest building 
month since April, 1920, according to 
the F. W. Dodge Co. The total amount 
of contracts awarded during March 
in the twenty-seven Northeastern 
States amounted to $293,636,000, an 
increase of 65 per cent over February. 
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buyers. Demand for what might be 
termed summer accessories is spring- 
ing up from dealers, and a nice business 
is absolutely assured. Tires are moving 
well, and it is said that an advance in 
prices is imminent, probably to go into 
effect May 1. There have been no price 
changes of note in the past fortnight. 

Builders’ Hardware.—New buildings 
are constantly being figured on, and in 
the Cincinnati district the year will 
certainly be a big one in this line. Rail- 
roads have now announced a reduction 
of 40 per cent on rates on brick, to 
be effective July 1, and what this will 
mean in lessening the cost of a house 
will have great bearing on the building 
situation. Reduction of rates on other 
building materials is also confidently 
expected, and this will undoubtedly give 
a great stimulus to the construction of 
dwellings, 

Bolts and Nuts.—Advancing prices 
have created somewhat of a demand 
for bolts and nuts in addition to the 
current needs of the trade. Local job- 
bers have not as a unit put the new 
prices into effect. 


We quote from Cincinnati jobbers’ stocks: 
Machine bolts, small sizes, 70 and 5 off; 
large sizes, 60. 10 and 5 off: carriage bolts, 
small sizes, 60, 10 and 5 off; large sizes, 60 
off: stove bolts, 80 off: semi-finished nuts, 
9/16 and smaller, 80, 10 and 10 off; larger 
sizes, 75, 10 and 10 off. 

Cutlery.—Jobbers and dealers report 
the sales of cutlery as being very fair, 
pocket knives in particular moving 
well. With the outdoor season about 
to start, bowie knives are also in fair 
demand. 

Drills and Taps.—The price situation 
is somewhat uncertain, following recent 
reductions, but the demand is increasing 
steadily and sales are encouraging. Fu- 
ture prospects are excellent. 


We quote from Cincinnati jobbers’ stocks: 
Carbon drills, 65 and 5 off; high speed 
drills, 50 and 5 off. 
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Eaves Trough and Conductor Pipe.— 
Local jobbers have advanced prices on 
conductor pipe 25 cents per 100 ft. The 
demand is heavy at the present time. 


We quote from Cincinnati jobbers’ stocks 
28-gage, 5-in. eaves trough, $4.00 per 100 
ft.; 2S-gage, 3-in. corrugated conductor 
pipe, $4.25 per 100 ft.; 3-in. corrugated con- 


ductor elbows, $1.51 per doz. 

Farming Tool Handles.—The demand 
for handles during the past fortnight 
was somewhat brisk, and dealers report 
sales as being entirely satisfactory. 
Haying fork handles for future delivery 
were ordered in some measure, but 
most of the orders are for quick de- 
livery. Prices are firm and unchanged. 


We quote from Cincinnati jobbers’ stocks 
Straight hay forks, 5% ft., $3.10 per doz.: 
6 ft., $4 per doz. ; 7 ft., $6 per doz.; bent hay 
forks, 5% ft., $3.65 per doz.; 6 ft., $4.65 
per doz. ; long manure forks, $2.65 per doz 
same with straps, $4.65 per doz.; D shovel 
handles, $4.45 per doz.; D svade handles 
$4.25 per doz.; cotton hoe handles, $2.15 per 
doz. ; rake handles, $2 per doz. 


Files.—In this market on April 13, it 
was inadvertently stated that all makes 
of files were quoted at 70 off, and that 
this price had been made on receipt 
of reductions from manufacturers. 
While some manufacturers had made 
reductions, this was not general and 
files are quoted at from 60 and 5 off 
for certain makes to 70 off for other 
makes. The demand for files is im- 
proving steadily, and with manufac- 
turing activities on the increase, the 
prospects are good, 

F'reezers.—Although it may be a little 
early to speak of ice cream freez- 
ers, some orders have already been 
placed, and if one is to judge by 1921 
sales this year will be satisfactory 
to jobbers and dealers alike. 


Garden Tools.—Garden tools are mov- 
ing well, both from jobbers’ and deal- 
ers’ shelves. Prices are firm and un- 
changed. 

Grass Catchers.—The demand for 
grass catchers is excellent, according 
to jobbers, and bids fair to increase 
within the next two weeks, as the 
weather recently has been conducive to 
growing weather and grass lawns are 
now almost ready for trimming. 

Glass.—Jobbers report a very healthy 
demand for window glass, due no doubt 
to the activity in building construction. 
Prices are very firm at 86 per cent dis- 
count. 

Galvanized Ware.—Stiffening prices 
of galvanized ware are reported, the 
inclination to cut below recent levels 
to move stocks having entirely disap- 
peared, In fact, it would not be sur- 
prising if slight advances were recorded. 
The demand is good. 


We quote from Cincinnati jobbers’ stocks: 
Galv. pails, 10-qt., $2: 12-qt.. $2.25: 14-qt., 
$2.50; 16-qt., $3.25: galv. tubs, No. 0, $4.75: 
No. 1, $5.75: No. 2, $6.50; No. 3, $7.60, all 


prices per doz. 


Garden Hose.—Jobbers’ stocks are 


moving well, and with warmer weather 


sales are expected to be heavy. Prices 
show no change, but rumored advances 
in rubber goods heard in the trade may 
extend to hose. 
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We quote from Cincinnati jobbers’ stocks: 
Molded hose, in 500-ft. coils, %-in., 84c. 
per ft.; %-in., 9Igc. per ft.; %-in., 101%4c. 
per ft.; 6-ply, in 50-ft. coils, 104¢c. 
per ft.; 12\c. 
per ft. 

Lawn Mowers.—The demand for lawn 
mowers is heavy, and one jobber has 
already reordered twice from the fac- 
tories in order to take care of the 
trade. Prices are firm, and there is 
little prospect of a reduction, 

We quote from Cincinnati jobbers’ stocks: 
Cheap lawn mowers, 12-in., $4.70 ea.; 14- 
in., $4.95 ea.; 16-in., $5.20 ea.; medium 
bearing, 14-in., $7.50 ea.; 16-in., $7.75 ea.; 
better grade, ball bearing, 14-in., $8.00 ea.; 
16-in., $8.35 ea.; 18-in., $8.75 ea.; five-knife 
high wheel ball bearing, 16-in., $11.25 ea.; 
18-in., $11.75 ea.; 20-in., $12.25 ea. 


Ladders.—There is a fair demand for 
ladders, particularly step ladders for 
use in spring housecleaning. Some 
price changes have recently been made, 
one line having advanced approximately 
5 per cent, 

Oil and Gas Heaters.—The demand 
for oil and gas heaters is picking up 
considerably, and jobbers’ sales during 
the past week or so have been very 
good. Prices on heaters are firm and 
unchanged. 

Nails—wWhile some mills have 
vanced prices on nails 10 cents a keg, 
local jobbers have not followed suit, and 
$2.75 is still being quoted. It is ex- 
pected, however, that an advance will 
be recorded shortly, as the nail market 
is stiffening up, as is evidenced by the 
fact that mills are not even considering 
offers of less than $2.40, Pittsburgh. 

We quote from Cincinnati jobbers’ stocks: 
Common wire nails, $2.75 per keg, base; 
cement coated nails, $2.30 per keg. 

Paints and Oils.—“Booming” is the 
expression best fitted to describe the 
paint business at the present time. 
There is also a fair movement in linseed 
and turpentine. Prices are very firm. 

We quote from Cincinnati jobbers’ stocks: 
Ready-mixed house paints, $2.60 per gal.; 
linseed oil, in single barrels, 95c. per gal.; 
turpentine, in single barrels, 95c. per gal. ; 
white and red lead, 12%c. per Ib. 


Poultry Netting—The demand for 
poultry netting is assuming large pro- 
portions, and stocks are being rapidly 


gin. 
-in., 6-ply, in 50-ft. coils, 
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Res jobbers and retail dealers re- 
port that sales are showing a 
steady and continued growth, and that 
a very satisfactory volume of business 
is being received. 

Automobile accessories, garden tools, 
and paints are now beginning to move 
quite freely. 

Manufacturing conditions are im- 
proving very slowly in this territory. 

Spring business has been a little slow 
in getting started because of the unsea- 
sonable cold weather, but warmer 
weather has now set in and a good vol- 
ume of business is expected. 


Builders’ Hardware.—This year prom- 
ises to be a banner one in builders’ 
hardware as judging from permits al- 
ready issued more construction work 
will be done than for many years past. 


Office 
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depleted. Prices are very firm, with 
prospects of an advance being made 
shortly. 

We quote from Cincinnati jobbers’ stocks: 
Poultry netting, galvanized before weaving, 
. see 10 off; galvanized after weaving, 

Rivets— Another advance in _ rivet 
prices has been made by manufacturers, 
and local jobbers have changed their 
quotations accordingly. The demand 
may be considered brisk. Local jobbers 
quote all sizes at 65 off. 

Refrigerators.—There is a growing 
demand for refrigerators, and with the 
price situation stabilized, sales are ex- 
pected to be good. 

Roller Skates.—Continued demand 
for roller skates has necessitated re- 
peat orders being placed by jobbers. 

We quote from Cincinnati jobbers’ stocks: 
30ys’ ball-bearing roller skates, $1.59 per 
pair; girls’ ball-bearing roller skates, $1.68 
per pair. 

Rope.—The demand for rope is stead- 
ily increasing, and sales are very fair. 
Prices are firm and unchanged. 


quote: Manila 
11%c. per Ib. 


Cincinnati jobbers 
184oc. per Ib.; sisal, 


Steel Sheets.—There is a strong de- 
mand for steel sheets, and while mills 
recently advanced prices $3 per ton, 
local jobbers have not as yet made any 
changes in their quotations. Higher 
prices are expected, however. 

We quote from Cincinnati jobbers’ stocks: 
28-ga. galvanized sheets, $5.25 ner 100 Ib. ; 
28-ga. black sheets, $4.25 per 100 Ib. 

Shovels.—Recent advances announced 
by shovel manufacturers have been 
withdrawn, and prices have been re- 
duced to those in effect previous to Feb. 
8. The demand is considered fair. 

Screen Doors and Windows.—Prepa- 
rations for summer’s heat have caused 
a brisk demand for screen doors and 
windows, and the number of new dwell- 
ing houses to be equipped is expected 
to insure a good volume of business 
during the entire summer. 


We quote from Cincinnati jobbers’ stocks: 
Screen doors, common, 2-10 x 6-10, $20.00 
per doz.; 2-10 x 7 ft., $20.50 per doz.; 3 ft. 
x 7 ft., $21.00 per doz.; medium fancy, 2-10 
x 6-10, $28.25 per doz.; 2-10 x 7, $28.50; 

x 7 ft., $29.25. High grade, 2-10 x 6-10, 


TWIN CITIES 


A great deal of this work is now al- 
ready under way. 


Axes.—Sales of axes are of about 
average volume. Prices remain as last 
quoted. 


Brads.—The demand for brads is 
very satisfactory and is showing a 
steady growth. Prices remain un- 
changed. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard packages, 
75 per cent from lists, 

Bolts.—Sales of bolts are now begin- 
ning to show some improvement, al- 
though there is not a large volume of 
business because of manufacturing con- 
ditions. Prices remain the same. 

We goto from jobbers’ stocks. f.o.b 
Twin Cities: Small carriage bolts, 60-10 per 
cent; large carriage bolts, 60 per cent; 
small machine bolts, 60-10-10 per cent; 


large machine bolts, 60-5 per cent; stove 
bolts, 80 per cent; lag screws, 65 per cent. 


Churns.—Sales are showing an in- 


rope, 
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$46.50 per doz.; 2-10 x 7, $46.75; 3 x 7 
$48.00. Screen windows, extension type, 24 
x 37, $6.40 per doz, ; 30 x 37, $8.00 per doz. ; 
36 x 37, $9.25 per doz. 

Screws.—Price advances have been 
made by manufacturers, and local job- 
bers have changed their quotations ac- 
cordingly. There is a brisk demand. 

We quote from Cincinnati jobbers’ stocks: 
Machine screws, 80 off; cap, 75 off; set, 80 
off; coach, 65 off; wood, 85 off. 

Stove Pipe and Elbows.—Fall orders 
are commencing to come in, but the 
bulk of the business will not be placed 
till later. Prices are unchanged. 

Sporting Goods.—The demand for 
baseball goods and fishing tackle is as- 
suming large proportions. There is re- 
ported to be a scarcity of the cheaper 
lines of sporting goods, particularly 
baseball bats. Golf supplies are also 
in good demand, and recent reductions 
in prices of golf balls has stimulated 
sales considerably. 


Sash Cord and Sash Weights.—No 
further price changes are reported. The 
demand is picking up nicely, and a fair 
volume of orders is now going through. 

We quote from Cincinnati jobbers’ stocks: 
High-grade sash cord, No. 8, 58c. per Ib.: 
medium grade, No. 8, 36c. per Ib. Cast-iron 
sash weights, $1.85 per 100 Ib. 

Wire Cloth.—The demand for wire 
cloth is assuming larger proportions, 
and jobbers are looking for another big 
season. Prices are very firm. 

We quote from Cincinnati jobbers’ stocks 
Black painted wire cloth, 12-mesh, $1.90 per 
109 sq. ft. 

Wheelbarrows. — The demand for 
wheelbarrows goes on with undimin- 
ished force, and jobbers are barely able 
to keep sufficient stock ahead to take 
care of it. No price changes are re- 
ported. 

We quote from Cincinnati jobbers’ stocks: 
Pan tray wheelbarrows, $5.25 each; con- 
tractors’ wheelbarrows, $5.80 each; concrete 
wheelbarrows, $6.25 each; wooden wheel- 
barrows, $2.85 each. 

Washing Machines.—There is an in- 
increasing demand for power washing 
machines. Wringers, too, are in fair 
demand. Prices are as last reported. 


creasing demand, and prices are un- 
changed. 

We quote from jobbers’ stocks, 
Twin Cities: Belle, barrel type, 
40-5 per cent from list. 

Clipping and Shearing Machines.— 
Retail sales are now beginning to de- 
velop, although the total volume of 
business is not large as yet. Prices re- 
main without change. 

We quote from jobbers’ stocks, f.0.) 


Twin Cities: No. 1 Stewart Hand Clipper, 
$6; Stewart No. 8 Hand Shearing machine, 
1 


f.o.b 
churns, 


Eaves Trough, Conductor Pipe and 
Elbows.—Business in this line is now 
beginning to show a definite improve- 
ment. There has been a slight decline 
on corrugated pipe and elbows. 

We quote from jobbers’ stocks, f.0.) 
Twin Cities: Eaves trough, 28 ga., 5 inch, 
lap joint, single bead, $4.50 per 100 feet; 3 
inch conductor pipe, 28 ga., corrugated, 
$4.27 per 100 feet; elbows, 3 inch corrugated, 
$1.55 per doz. 

Files.—There is now a definite im- 











April 27, 1922 


——————_—— 


» 3 


A 


MCKINNEY 


Hin d Butt 
hay 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, win- 
dow and screen hardware, 
cabinet hardware, steel 
door mats and ‘wrought 
specialties, 
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quick sale, 


Write us for this book. When 
it comes, tie it to your counter 


where it will actually help you 
sell garage sets. 


aMcKINNEY 


COMPLETE 


GARAGE SETS 





and. a satisfactory sale all around 


HE selling of a set of McKinney 

Garage Door Hardware is quick 
because you sell the set as a unit—every- 
thing needed for the hanging and opera- 
tion of a garage door is packed in a 
single box. 


There is no time consumed assembling 
the various articles of hardware, no 
wrapping, no adding of prices. Each 
set is complete from track to screws. No 
chance of anything being forgotten. 


It is a satisfactory sale because you 
know you are giving your customer a 
set of hardware that is of the highest 
quality throughout— McKinney made— 
a set which will not only carry his door 


perfectly, but which will give him long 
years of service. 

Write today for our interesting book 
which shows pictures and simple erecting 
plans for all types of garage doors, slid- 
ing-folding, swinging and around-the- 
corner types—together wjth illustrations 
and ordering numbers for the McKinney 
sets which correspond with each door. 
Ask us for the McKinney Garage Door 
Hardware Book. 

When the book comes, tie it to your 
counter so that it can be consulted by 
you and your customers. It will be ex- 
tremely helpful to a customer in de- 
termining just what kind of a door he 
requires, 


MCKINNEY 


Complete Garage Door Sets 


McKINNEY MANUFACTURING 


Western Office, Wrigley Bldg., Chicago 
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provement in the demand for files. 
Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per cent, 
Arcade files, 70-24% per cent; Disston files, 
70-10 per cent. 

Galvanized Ware.—There is a grad- 
ual improvement in the demand for gal- 
vanized ware of all kinds. Stocks are 
plentiful and prices remain unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No, 2, $6.85; No 3, $8; heavy 
galvanized, No. 1, $12; No. 2, $13; No. 3, 
$15; standard 10 quart galvanized pails, 
$2.15 per doz.; 12 quart, $2.35; 14 quart, 
$2.70; standard 16 quart gtock pails, $4.25; 
18 quart, $4.80;: heavy stock pails, 16 quart, 
$6; 18 quart, $7.35. 

Hose.—Considerable interest is now 
being shown in garden hose, although 
very few actual sales have as yet de- 
veloped. Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Five ply, 3.4 inch, 11%c. per 
foot; 3 ply, competition hose, 9%c. per foot. 

Lawn Mowers.—While some interest 
is being shown in the way of inquiries, 
very few actual sales have as yet been 
made. Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Philadelphia lawn mowers, 
Style C and B, 30 per cent; style A and 
K, 25 per cent from standard lists; River- 
side ball bearing, 16 inch, $8.35 each. 

Milk Cans.—There is an increasing 
demand for milk cans in the country 
districts. Prices continue at the same 
levels. 

We quote from jobbers’ stocks. f.o.b. 
Twin Cities: Railroad, 5 gallon, $2.35 each; 
8 gallon, $2.90 each; 10 gallon, $3.05 each. 

Nails.—Business in this line is in- 
creasing very rapidly as construction 
work is getting under way. Prices re- 
main as last quoted. 


We quote from jobbers’ stocks, f.o 
Twin Cities: Standard wire nails, $3. 
base; Cement coated nails, $2.80 base. 


Paper.—Sales of builders’ paper are 
rapidly increasing, and a satisfactory 
yolume of business is being obtained. 
There has been a decline in red rosin 
sheathing. 

We quote from jobbers’ 
Twin Cities: No. 2 tarred felt, 
ewt.; String felt, $1.42 per cwt. 
sheathing, $2.19 per cwt. 


) 


-b. 
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stocks, f.o.b. 
$2.57 per 
Red rosin 
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Planters.—Some demand is now be- 
ginning to develop. Prices are sta- 
tionary. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Acme potato planters, $6.75 
Acme corn planters, $9.75. 

Poultry Netting.—There is a steady 
improvement in the demand for poultry 
netting at this time. Prices remain as 
iast quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Hexagon poultry netting, 55 
per cent from standard lists. 

Rope.—There is a continued improve- 
ment in sales of rope, especially in such 
sizes as are used for construction pur- 
poses. Prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Pure manila rope, 194¢c. per 
lb, base; pure sisal rope, 16%c. per Ib. 
base, 

Sandpaper.—There is a steady de- 
mand for sandpaper at this time and a 
very satisfactory volume of business 
is being done. Prices remain firm. 


We quote from jobbers’ stocks. f.o.b. 
Twin Cities: Best grade, No. 1, at $7.20 per 
ream; second grade No. 1 at $6.50 per 
ream; No, 1 garnet paper, $15 per ream. 


Sash Cord.—While sales for imme- 
diate delivery are not large, a consid- 
erable volume of future business is be- 
ing booked. Prices remain as for some 
time past. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades, 65c. per Ib.; 
ordinary grades, 36c. per Ib. 


Sash Weights.—The total volume of 
business is rather small, but consider- 
able interest is being shown for future 
delivery. Prices remain the same. 

We quote from jobbers’ stocks, 
Twin Cities: $2.20 per cwt. 

Screen Doors and Window Screens. 
—Some interest is beginning to develop 
in this line and sales will increase as 
the season progresses. Prices are firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Common screen doors, 2-8 x 
6-8, $20.95 per doz.; fancy screen doors, 
2-8 x 6-8, $35.40 per doz.; Sherwood adjust- 
able window screens, 24-in., $7.05 per doz.; 
Wabash extension, 24-in., $6.20 per doz. 

Screws.—Sales of screws are showing 
a steady and rapid improvement. 
Prices remain as for some time past. 


f.o.b. 
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We quote from jobbers’ stocks, f.ob. 
Twin Cities: Flat head bright screws, 4»., 
per cent; round head blued screws, 82% per 
cent; flat head japanned screws, 77% per 
cent; flat head brass screws, 80-5 per cent; 
round head brass screws, 77% per cent 

Solder.—There is a fair demand for 
solder at this time. Prices show no 
change. 

We quote from jobbers’ 
Twin Cities: Half and 
cents per Ib 

Steel Sheets—A gradual, though 
slight, improvement is noted in demand 
for steel sheets. Prices remain firm. 

We quote from jobbers’ stocks, f.o.b, 
Twin Cities: 28 gage galvanized, $5.25 per 
ewt.; 28 gage black, $4.25 per cwt. 

Tacks.—Sales continue to show a 
slight improvement. Prices remain as 
last quoted. 

We quote from jobbers’ stocks, f.0.b, 
Twin Cities: American cut, 8 oz., 60c, per 
doz. packages; tinned carpet, 8 0z., 60¢c.; 
blued carpet, 8 0z., 65c.; double point, Il 
0z., 36c. 

Tin Plate.—There is a steady im- 
provement in the retail demand. Prices 
are unchanged. 

We quote from jobbers’ stocks, f.o0.b. 
Twin Cities: Furnace coke, ICL, 20 x 2 
$13.55; roofing tin, IC, 20 x 28, 8-Ib. coat- 
ing, $13.50. 

Wheelbarrows.—Sales of wheelbar- 
rows are showing a steady gain. Prices 
remain as last quoted. 

We quote from local jobbers’ stocks, f.o0.b 
Twin Cities: Wood stave, fully bolted, $36 
per doz.; No. 1 tubular steel, $6.25 each: 
No. 1 garden, $5.40 each. 

Wire Cloth—Demand for wire cloth 
is now beginning to manifest itself. A 
typographical errer on the black cloth 
was recently noted. Price should be 
$2.10 per 100 square feet, not $1.10. 

We quote from local jobbers’ stocks, f.o.b 
Twin Cities: Black, 12 x 12 mesh, $2.10 per 


100 square feet; galvanized, $2.40 per 10 
square feet. 


Wire. — Considerable improvement 
is now being shown in the demand for 
wire of various kinds. Prices remain 
as last quoted. 


We quote from jobbers’ stocks, f.0.b 
Twin Cities: Barbed wire, painted cattle, 
80 rod spools, $2.87; galvanized caittle, 
$3.26: painted hog wire, $3.07; galvanized 
hog wire, $3.49; Smooth black annealed No 
9, $3.20 per cwt.; Smooth galvanized an- 
nealed, $3.70 per cwt. 


stocks, f.o.b, 


half solder, 22% 
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Coming Hardware Conventions 
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PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 8, 9, 1922. C. L. 
Thompson, secretary, Canyon, Tex. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee. Convention and Ex- 
hibition, Chattanooga, Tenn., May 9, 
10, 11, 12, 1922. Walter Harlan, secre- 
tary, 460 St. James Building, Jackson- 
ville, Fla. 

ARKANSAS RETAIL HARDWARE ASSOC- 
IATION CONVENTION AND EXHIBITION, 
Marion Hotel, Little Rock, May 16, 17, 
18, 1922. L. P. Biggs, secretary, 815- 
816 Southern Trust Building, Little 
Rock. 

CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secre- 


tary-treasurer, Charlotte, N. C. 

LOUISIANA, RETAIL HARDWARE & IM- 
PLEMENT ASSOCIATION CONVENTION, 
New Orleans, May 22, 23, 24, 1922. R. 
D. Nibert, secretary, Bunkie. 

AMERICAN IRON, STEEL AND HEAVY 
HARDWARE ASSOCIATION CONVENTION, 
Washington, D. C., May 23, 24, 25, 
1922. Headquarters, Hotel Washing- 
ton. A. H. Chamberlain, secretary- 
treasurer, Marbridge Building, Thirty- 
fourth Street and Broadway, New York 
City. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION at Fair Grounds, 
Jackson, May 24, 25, 26, 1922. Head- 
quarters, Heidelburg Hotel. E. R. 
Gross, secretary, Agricultural College. 

NATIONAL RETAIL HARDWARE ASSOC- 
IATION CONVENTION, Chicago, IIl., June 


19, 20, 21, 22, 23, 1922. Headquarters, 
Hotel Sherman. Herbert P. Sheets, 
secretary-treasurer, Argos, Ind. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1923. L. D. Nish, secretary-treas 
urer, Elgin, Il. 

NEw YorkK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOSI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel. 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

NEw ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1923. George 
A. Fiel, secretary, 10 High Street, 
Boston, Mass. 


Reading matter continued on page 82 
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Cheapness for cheapness’ sake has no place in the busi- 
ness policies of the Richards-Wilcox Manufacturing 


Company. 


Rather, this institution serves through giv- 


ing maximum quality at a fair price. 





Quality 
Line 
“Slidetite” garage 
hardware. 
Barn door hangers. 
. House door hangers. 
AiR- Way Multifold 


window hardware. 


Door closers and 
checks. 


Mounted grind- 
stones. 

“Ideal” elevator 
hardware. 

Automatic Fire Door 
hardware. 

OveR-Way convey- 

ing equipment. 
Recteen 











R-W- AiR-Way multifold win- YJ 
dow hardware is brightening thous- 


ands of American Homes. 


HOONUOUOUOUIUIO 


More than sixty per cent of America’s hardware dealers and 
thousands of lumber dealers carry R-W hardware. Practi- 


cally every architect and builder in America is familiar with 
the R-W line. 


There are two outstanding reasons for this extraordinary 


popularity: one, the genuine merit of the merchandise, and 
two, the “four-square’’ business methods of its makers. 


The Richards-Wilcox Manufacturing Company has developed 
the R-W lines to the point where they are recognized as “the 
standard by which all others are measured.” They have devel- 
oped many original innovations which are widely imitated. 


A trade mark identifies every item manufactured. These trade 
marks protect the ultimate consumer from imitators, and con- 
stitute a guarantee, by Richards-Wilcox, of entire satisfaction. 
If you do not handle R-W hardware you are neglecting a 
profitable line. 





Our advertising 
is building 


Bigger Business 

AURORA, ILLINOIS, U. S.A. 

Minn eapotis Chicago New York Cleveland 

Philadelphia Boston St. tone Indien napolis 
RICHARDS-WILCOX CANADIAN CO i 
Winnipeg LONDON, ONT. Montreai 


for you. 








8 R-W “Slidetite” is the “ last 

word” in sliding-folding garage 
SJ ZB door hardware. Do you sell it? 
<) e 
[> 
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Drastic Marking Provision In Tariff Bill 


Unmarked Goods to Pay Extra Duty—Violators of 


Law Will Face Heavy Fine and Imprison- 
ment—Foreign Valuation Defended 


WASHINGTON, April 24, 1922. 
ij HE Finance Committee of the 

Senate is determined to put a 

stop to the practice of importing 
cutlery, including pocket knives and 
razors of all kinds, without the mark- 
ing of the units to show the country 
of origin. The abuse in this regard, 
which the committee has carefully in- 
vestigated, has also covered clock and 
watch dials and a great variety of 
other wares of inferior quality which 
are made in Europe and palmed off on 
the American public as superior do- 
mestic products. 

To meet this situation the committee 
has devised a drastic measure which it 
has reported as an amendment to the 
pending tariff bill. It will make un- 
scrupulous importers sit up and take 
notice. 

Laws Have Been Lax 


In former tariff laws Congress has 
contented itself with laying down gen- 
eral rules for marking imported 
articles and has further stipulated 
merely that no goods required by law 
to be marked shall be delivered from 
customs custody until the law has been 
complied with. Where the customs offi- 
cials have discovered the failure to 
mark, the importers have been required 
to go to the trouble of opening up the 
goods and applying the necessary 
marks before being allowed to take 
them out of customs warehouse. 

This plan has not always worked 
well. In many cases the customs offi- 
cials are believed to have failed to 


By W. L. CROUNSE 


detect the omission of the marking, 
and thus large quantities of spurious 
foreign wares of cheap quality have 
been dumped on the American market. 
The importers took little risk, for if 
the failure to mark were detected no 
penalty attached and the importer had 
the option of marking the goods in cus- 
toms custody or reexporting them. 

But now comes the Senate Finance 
Committee with a new and more effec- 
tive plan. In the amendment it has 
reported it is prescribed that in addi- 
tion to marking in e¢ustoms custody 
goods which the makers thereof failed 
to mark to show the country of origin, 
a surtax of 10 per cent of the ap- 
praised value shall be assessed. Heavy 
penalties for attempted fraud are also 
prescribed. 

It should be noted that this is not an 
increase of 10 per cent in the duty ap- 
plicable to the goods, but an additional 
10 per centum ad valorem added to the 
duty. Thus, if an importer of pocket 
knives, valued at $3 per dozen, should 
attempt to bring them in without 
proper marking, he would be obliged 
to have them marked in customs cus- 
tody and pay a penalty of 30 cents per 
dozen in addition to the duty which, 
by the way, is fixed by the Senate bill 
at the tidy figure of $4.20 per dozen. 


Puts Teeth in Statute 


To bring about this reform in the 
marking of imported merchandise, the 
Finance Committee struck out the pro- 
vision of the House bill relating to 
marking, which was but a slight modi- 


fication of the existing law, and wrote 
into the bill the following section: 

“Sec, 304. (a) Every article im- 
ported into the United States, which 
is capable of being marked, stamped, 
branded, or labeled, without injury, at 
the time of its manufacture or produc- 
tion, shall be marked, stamped, brand- 
ed, or labeled, in legible English words, 
in a conspicuous place that shall not be 
covered or obscured by any subsequent 
attachments or arrangements, so as to 
indicate the country of origin. Said 
marking, stamping, branding, or label- 
ing shall be as nearly indelible and 
permanent as the nature of the article 
will permit. Any such article held in 
customs custody shall not be delivered 
to the importer until so marked, 
stamped, branded, or labeled, and un- 
til every such article of the importa- 
tion which shall have been released 
from customs custody not so marked, 
stamped, branded, or labeled, shall be 
marked, stamped, branded, or labeled, 
in accordance with such rules and 
regulations as the Secretary of the 
Treasury may prescribe: Provided, 
That there shall be collected upon every 
such article which at the time of im- 
portation is not so marked, stamped, 
branded, or labeled, in addition to the 
regular duty imposed by law on such 
articles, a duty of 10 per cent of the 
appraised value thereof, unless the 
article is exported under customs super- 
vision. 


Packages Also to Be Marked 


“Every package containing any im- 


Reading matter continued on page 84 
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AMMUNITION 


has SHOT itself into the good 


sraces of rifle, pistol and shot- 
gun users everywhere. 


That same quality which makes re- 
sults better for the sportsmen makes 
business better for the trade. 


No other cartridge line carries the number of 
good things, of bristling newness, that this-one 
does. The Lubaloy non-fouling bullet, boat 
tail bullet, open point expanding bullet and 
Super-X long range shotgun loads are business 
bringers that only “Western” dealers know how 
to appreciate. 


Western Cartridge Company 
East Alton, Ilinois 
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ported article, or articles, shall be 
marked, stamped, branded, or labeled, 
in legible English words, so as to in- 
dicate clearly the country of origin. 
Any such package held in customs cus- 
tody shall not be delivered to the im- 
porter unless so marked, stamped, 
branded, or labeled, and until every 
package of the importation which shall 
have been released from customs cus- 
tody not so marked, stamped, branded, 
or labeled shall be marked, stamped, 
branded, or labeled, in accordance with 
such rules and regulations as the Sec- 
retary of the Treasury may prescribe.” 

In addition to imposing the require- 
ments above set forth, a further provi- 
sion of the Senate amendment imposes 
heavy fines and penalties for the 
fraudulent violation of these require- 
ments as follows: 

“(b) If any person shall fraudulent- 
ly violate any of the provisions of this 
Act relating to the marking, stamping, 
branding, or labeling of any imported 
articles or packages or shall fraudu- 
Iently deface, destroy, remove, alter, 
or obliterate any such marks, stamps, 
brands, or labels with intent to con- 
ceal the information given by or con- 
tained in such marks, stamps, brands, 
or labels, he shall upon conviction be 
fined in any sum not exceeding $5,000, 
or be imprisoned for any time not ex- 
ceeding one year, or both.” 


Cover All Classes of Merchandise 


The above are general provisions re- 
lating not only to cutlery, shears, clock 
dials, etc., but also to all other mer- 
chandise capable of being marked to 
show the country of origin. Not satis- 
fied with these general provisions, the 
Finance Committee has rewritten all 
the specific requirements relating to 
knives, shears, razors, surgical and 
dental instruments, laboratory appli- 
ances, mathematical instruments, pliers 
and nippers, clock and watch dials, 
etc., imposing additional requirements. 

In connection with paragraphs 354 
and 355 covering pen knives, pocket 
knives and other cutlery, the committee 
has reenacted the provisions of the 
present law to the effect that “all the 
articles specified in this paragraph 
when imported shall have the name of 
the maker or purchaser and beneath 
the same the name of the country of 
origin die-sunk conspicuously and in- 
delibly on the shank or tang of at least 
one or, if practicable, each and every 
other blade thereof.” In the case of 
table, butchers’ and carving knives, 
etc., it is also stipulated that the mark- 
ing to show country of origin shall not 
be covered by the handle or o<herwise 
so as to conceal it. 


Special Provision for Scissors and 
Shears 


Scissors and shears, which under the 
present law are included in the para- 
graph with knives, are specially pro- 
vided for under paragraph 357 of the 
Senate bill and the Finance Committee 
has added a special provision concern- 
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ing marking to show country of origin 
as follows: 

“Provided, That all articles specified 
in this paragraph, when imported, shall 
have die sunk conspicuously and in- 
delibly, the name of the maker or pur- 
chaser and beneath the same the name 
of the country of origin, to be placed 
on the outside of the blade, between 
the screw or rivet and the handle of 
scissors and shears (except pruning 
and sheep shears), and on the blade 
or handle of pruning and sheep shears 
and clippers.” 

The Senate bill also devotes a spe- 
cial provision to safety and other 
razors. They are covered by the provi- 
sions of paragraph 358 to which special 
marking stipulations are added as fol- 
lows: 

“That all articles specified in this 
paragraph, when imported, shall have 
the name of the maker or purchaser 
and beneath the same the name of the 
country of origin die sunk conspicuous- 
ly and indelibly on the blade or shank 
or tang of each and every blade and on 
safety razors and parts thereof.” 


Used Hidden Marks 


Information has reached the Finance 
Committee that the provisions of the 
present law concerning the marking of 
surgical and dental instruments have 
been practically nullified by so placing 
the marks upon a part of the instru- 
ment that when assembled it was out 
of sight. To prevent this evasion the 
Senate bill in paragraph 359 contains 
the following provision: 

“That all articles specified in this 
paragraph, when imported, shall have 
the name of the maker or purchaser 
and beneath the same the name of the 
country of origin die sunk conspicuous- 
ly and indelibly on the outside or, if 
a jointed instrument, on the outside 
when closed.” 

The requirement concerning marking 
is extended by paragraph 360 to cover 
philosophical, scientific and laboratory 
instruments, apparatus, utensils, ap- 
pliances (including drawing and 
mathematical instruments) and parts 
thereof composed wholly or in chief 
value of metal. The marks on these 
instruments are also required to be 
placed “indelibly on the outside or, if 
a jointed instrument on the outside 
when closed.” 


Include Pliers, Pincers and Nippers 


For the first time in the history of 
tariff legislation the requirement as 
to marking to show country of origin 
has been specifically extended by para- 
graph 361 to pliers, pincers and nippers 
of all kinds, finished or unfinished. 
These articles also will be required to 
have the name of the country of origin 
“die sunk conspicuously and indelibly 
on the outside of the joint.” 

One of the most elaborate marking 
provisions of the new bill relates to 
clocks and mechanisms intended for the 
measuring of time, distance, fares, or 
the flowage of water, gas, electricity, 
etc. This provision is as follows: 

“Provided, That all dials, whether 
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attached to movements or not, when 
imported, shall have indelibly painted, 
printed, or stamped thereon the name 
of the country of origin, and the front 
or back plate of the movement frame 
of any of the foregoing when imported 
shall have the name of the maker or 
purchaser, the name of the country 
where manufactured, and the number 
of jewels, if any, indelibly stamped on 
the most visible part of same; but if 
such markings are in whole or in part 
sufficiently similar to the trade name 
or trade-mark of an established Ameri- 
can manufacturer as to be liable to 
deceive the user in the United States, 
entry thereof shall be denied if such 
trade name or trade-mark has been 
placed on file with the collector of cus- 
toms.” 


House Will Accept Changes 


While these sweeping changes in 
the marking provisions ef the tariff 
bill must run the gantlet of the Senate 
and afterwards must secure the ap- 
proval of the conference committee, 
there is every reason te believe that 
they will be found in the measure as 
it is finally placed on the statute books. 
The leaders of the Ways and Means 
Committee have kept closely in touch 
with the Senate throughout the con- 
sideration of the tariff measure, and 
it is understood that they have signified 
their willingness to accept ail the 
changes made in the marking provi- 
sions, believing it necessary to render 
them more drastic than heretofore in 
order to meet the unusually enterpris- 
ing, not to say unscrupluous, methods 
which certain importers and foreign 
manufacturers have recently sought to 
employ to introduce inferior foreign 
merchandise into the American market. 


Big Battle Over Valuation Basis 


There is every indication that a 
battle royal will be waged by the House 
and Senate over the question as to 
whether the American valuation plan 
shall be written into the new tariff 
bill. Indeed, it is likely that friends 
of the American plan in the Senate will 
make a strenuous effort te have that 
body reject the foreign valuation plan 
which has been incorporated in the 
measure. Under these circumstances the 
majority members of the Finance Com- 
mittee have deemed it wise to fortify 
their position in advocating foreign 
valuation and have, therefore, made 
public a statement in which they argue 
with considerable ingenuity in favor 
of the retention of the foreign value 
method of determining the invoice basis 
of calculating duties. 

As the Finance Committee leaders 
view the problem the American valua- 
tion plan provides two bases for the 
assessment of duty, namely, the price 
of the comparable domestic product or, 
in the absence of such price, a con- 
structive American value reached by 
taking into consideration the selling 
price of the imported article in the 
United States, its foreign value, its cost 
of production and various other ele- 


Reading matter continued on page 86 








